_Che feed Bag 


HANKSGIVING DAY 
F Cc will be observed this 
re month. Many may 
+ wonder what there is 
to be thankful for but we 
of the feed industry can 
devoutly praise God. We 
arein an essentialindustry, 
our opportunities for ser- 
vice are unlimited and 
some sunshine is peeping 
through the clouds on the 
agricultural horizon. It 
was easy to ride the waves 
of prosperity but it is hard 
work to escape from sink- 
ing in the undertow of 
present conditions. We 
are thankful that we have 
work to do—a future ahead 
of us. 
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NOW You Can Offer This 


RECONSTRUCTION 
VALUE! 


CONOMY without treason to Quality ! 
That is the principle on which busi- 
ness and profits are being rebuilded. 


You know that your customer’s dairy 
dollar must go farther . . . do double duty 
... this year. Yet you realize that Cheap- 
ness for its own sake can never build 
sound business or milk production. 


Why not offer dairymen lower feed cost 
; with safety in WISCONSIN SUGARED 
; DAIRY FEED. It’s a Reconstruction 
Value! It meets dairymen’s 1932 needs. 
1 6% It sells NOW. 
O a palatable, bulky, milk producing 

. This is not a new, ‘‘cheaply made’”’ ration. 
It’s all grain; no screenings; sweetened 
with pure cane molasses. It has been 
used as the standard ration for years in 
many leading Wisconsin herds—-with in- 

creasing satisfaction. 


The Northern Milling Company has never 
mixed a ration to meet a price. But here 
is a.dairy feed that will give results-- 
priced so that no dairyman can afford to 
‘‘mix his own”’ instead! 


NORTHERN MILLING COMPANY 


WAUSAU, WISCONSIN 
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Life-Saver 
the Feed 


says an Illinois dealer Super 


real sales action! fe 


UPER Soy has made a spectacular success be- 
7 cause it is a hi-protein, mineralized Soybean Oil 
ae se jes Meal concentrate— made to fit today’s economic 
si cael conditions. It takes the place of all other concen- 
trates. None can beat it in feeding value—and it 
is the most economical concentrate to feed with 
farm grains. All farm animals like it. 


Super Soy is backed by a complete, new merchan- 
dising plan that will bring a harvest of sales for 
every Super Soy dealer. Note the brief list of dealer 
helps below. The giant Super Soy poster — for 
outdoor and indoor use—can be seen by feed- 
ers a block away. Letter with samples of Super 
Soy—and mailing cards that will do a real selling 
job—will be sent to your feeders. Advertisements 
to feeders—in leading publications—will hammer 
home the story of Super Soy. And we help you 
build sales in many other ways. 


You have never seen a more complete or a better 
merchandising plan on any feed. And never before 
have you handled a feed with the sales possibilities 
of Super Soy. Mail the coupon now and get the 
whole story! 


SOYA PRODUCTS, INC. 


CHICAGO, ILL. 
e Also—Samples of 
Super Soy 


e Letters to feeders 


© Folders showing | Soya Products, Inc., 


tests and how to . 
| 141 W. Jackson Blvd., Chicago, Ill. 


Gentlemen: I am interested in 
Super Soy. Send free sample and 
full information. 


e Complete series of 


EXPELLER ATE mailing cards 
PROCESSED 


"There's a 
difference” 


@ News articles—a 
complete program 


Each Super Soy ton contains the concentrated quality proteins from 
the seed of more than two (2) acres of American grown Soybeans. 
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DEALERS WANTED 


Now is the time | 
to take on this 
profitable line 


VITA BRAND 
SOD LIVER OIL 


(Trade Mark Registered in U.S. and Canada) 


is a big seller to poultrymen especially at this season, 
on account of reduced sunlight. 


It gives RESULTS, because it is biologically-tested for 
Vitamin ‘‘D’’ and chemically tested for Vitamin ‘‘A’’. 


8th year on the market. 


We have representatives in most States. Let us send 
you the name of the one nearest you. 


Some territory stillopen. If interested, write us quickly. 


We also produce 
“YOCUM YELLOW” Cod Liver Oil 


YOCUM FAUST, LIMITED 


DEPT. 23, LONDON, CANADA 
‘‘Pioneers in Vitamin-tested Cod Liver Oils”’ 


ALL FEED SUPPLIES 


....at Attractive Prices 


C] Staley’s Corn Gluten Feed—23% Protein 

_] Staley’s Corn Germ Meal—18% Protein 

C] Staley’s Soy Bean Oil Meal—41% Protein 

| 

| 


Quality Concentrates—Straight or Mixed Cars 
Puritan Brand Crushed Oyster Shells 
“Big Chief’”” Meat Scraps—Over 50% Protein 


Manufactured in Milwaukee 
Best Quality—Uniform Low Fat Content 


[] Semi-Solid Buttermilk — Consolidated Pro- 
ducts Co. 


Gunning’s Pure Norwegian Cod Liver Oil 
Peat Moss [] Corn [] Oats [J Bran 
Midds Flour Midds Hominy Feed 
Linseed Meal [] Reground Oat Feed 
Brewer’sGrains Malt Sprouts Hay 


Use the Phone—Call Marquette 3140 
»» Or Check Items on this Ad and Mail to 


DEUTSCH & SICKERT Co. 


Chamber of Commerce 


MILWAUKEE, WISCONSIN 


WINTER 
EGGS 


for your customers means Winter poultry 
mash business for you, especially if the cost 
of producing these eggs is reduced. 

10% of Diamond gives the mash a strong 
basis of highly- digestible, egg- producing 
protein at much lower cost than protein 
furnished by the animal feeds. Replace half 


of the meat scraps in your mash with 


DIAMOND 
CORN GLUTEN MEAL 


Actual experiments have proven that this 
replacement not only lowers cost but pro- 
duces more eggs. 

Include a ton or two of Diamond in your 
next car of Buffalo Corn Gluten Feed. 


40% Protein Guaranteed 


Booklet of free formulas on request 


RATION SERVICE DEPARTMENT 


CORN PRODUCTS REFINING CO. 
17 Battery Place, New York City 
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You, 


Mr. 
Dealer: 


Do you want more 
Feed Business 


This Winter? 


Liver Meal (Vacuum-Processed) in all 
Arcady Wonder Mashes 

and 
@||| “This Feed [Laboratory Tested” on all 


Arcady Wonder Sacks will help you 
to get it. 


@||| There is a Big Swing by the Consumer 
away from ‘Depression’ Cheap Junk 


Feeds. 


Arcady never entered that field and never 
will. “Quality and Fair Price’ Policies are 
best in the long run—you know it—and 
so do we. 


CHICAGO 


rcady Farms Milling 
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MILWAUKEE, WISCONSIN 


DAVID K. STEENBERGH, Managing Editor 


Volume Eight 


November, 1932 


Number Eleven 


Iowa Promoters Offering to Rent 
Portable Mills to Farmers 7 


Dealers Hail Plan as New Menace 


NEW plan of renting portable 
A mills to farmers similar to the 

rent-a-car system used in larger 

cities, has been launched in 
lowa, according to reports received by 
The Feed Bag from the Northeastern 
Iowa Millers association which has 
been approached by the promoters and 
urged to take on the proposition among 
its members. 

Sponsor of the movement is a firm 
eperating under the name Allied Mills 
with headquarters at Des Moines, Ia. 
(This company has no connection what- 
soever with Allied Mills, Inc., Chicago, 
feed manufacturers. ) 

The promoters appear to be anxious 
to enlist the cooperation of established 
grinders in the plan but if turned down, 
threaten to flood the territory with 
rental machines available through indi- 
viduals who, are independent of the feed 
trade. 

Details of Proposition 

Details of the proposition as furnished 
by the Northeastern Iowa Millers as- 
sociation, which was solicited by the 
promoters and besieged with correspon- 
dence urging the adoption of the plan, 
are as follows: 

The plan will be known as “Rent-a- 
Mill Service.” 

Companies are to be formed in all 
sections of the state, the portable mill 
promoters furnishing one-half the cap- 
ital required and the stationary, grinder 
owner or other interested individual 
providing the other half. 

The portable promoters agree to pay 
the salary of an operator for the miil 
and split the profits with the dealer or 
individual investor. 

Farmers renting the machines will be 
required to pay 50 cents an hovr for 
every hour that the mill is away from 
the central plant and an additional 50 
cents or $1.00 per hour and furnish their 
own gasoline during the time the mill 
is used for actual grinding. (The time 
during which the mill is operated will 
be determined by a meter attachment, 
it is understood.) 

Mounted on Trailer 

The portable mill is to be mounted 
on a trailer which can be attached to 
the rear of a wagon, automobile or 
truck and transported from place to 
place. 


The promoters claim that the plan 


will enable farmers to grind their grain 
for 1 cent a bushel and less. 

An advertising agency, it is reported, 
has been engaged to prepare newspaper 
copy and broadsides to he used in the 
communities in which the movement is 
introduced. 

Des Moines, in which the firm spon- 
soring the plan has its headquarters, 
is the former home of the Portable 
Milling Co., now in receivership, which 
flooded the country with machines when 


the movement was first started. At 
WISCONSIN 
Timme’ Bros. Delton, are con- 
structing a new concrete dam which 
will cost approximately $18,000. 
Albert Angell, Burlington, has 


opened a new feed plant. 

Hetzel mill, Delavan, is now handling 
feed for the Farmers Wholesale Co., 
Minneapolis. The plant rebuilt 
following its destruction by fire several 
months ago. 

William Zander, proprietor, Farmers’ 
Feed Store, Merrill, is constructing a 
fire-proof feed and flour warehouse. 


H. F. Rockwell has taken over Sig 
Grorud’s feed store, Mondovi. 


Harry M. Stratton, vice president, 
Donahue-Stratton Co., Milwaukee, re- 
cently returned from a hunting trip in 
South Dakota. 


Chris Gregerson, Augusta, has opened 
for business under the name, Augusta 
Flour & Feed Co. 

McKercher Milling Co., Wisconsin 
Rapids, has remodeled its plant and 
installed additional manufacturing equip- 
ment. 

L. Spelts, J. L. Huppert, and Godfrey 
Huppert have purchased the _ pro- 
perty of the Prescott Equity Exchange, 
Prescott. 


A. E. COBB is manager of the new 
Minneapolis office of the Kellogg Grain 
& Elevator Co., Inc., grain division of 
Spencer Kellogg & Sons, Inc., linseed 
crushers. 


JOHN E. WALSH is now sales rep- 
resentative of the Arcady Farms Mill- 
ing Co., Chicago, in Wisconsin terri- 
tory. 
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least one of the organizers, Chas. E. 
Yoder, who conducted the negotiations 
with the Northeastern Iowa Millers as- 
sociation, was formerly associated with 
the Portable Milling Co. 

Eager for Action 

The proposition of the ‘“rent-a-mill” 
sponsors as made to the Iowa associa- 
tion has all of the ear marks of a threat, 
as evidenced by excerpts from letters 
received by E. C. Heinmiller, president 
of the organization from a representa- 
tive of the portable concern. 

“If the stationary millers want to 
move and get somewhere to restore 
their grinding business at a profit, I 
am ready to go and we will get it, but 
it they want to stall and take the next 
25 vears to do it, I will not be waiting 
for them,” reads a part of one of the 
letters. 

“We are going to develop the rent-a- 
mill along the same line the portable 
mill was developed unless I can get 
action from the stationary millers,” 
says another. 

And a third reads, “I mean business 
and I have started to work with you 
on this deal and I want to know if 
you intend to work on the other side 
with me and if so we must act con- 
siderably faster than this is moving. 
If we don’t we will all be old men in 
our graves before we get started. Now, 
either we are going to do this and do 
it like business men or else I, for one, 
am willing to withdraw immediately 
from it and pursue a different course. 
I either want to transact business, get 
going or quit and get going along a 
different line.” 

Millers Plan Meeting _ 

Mr. Heinmiller, head of the Iowa as- 
sociation, in a bulletin issued to the 
members, describes the proposition as 
“a new menace with which we will 
have to grapple in the future.” He 
appeals to all millers to cooperate in 
combating further development of the 
portable mill problem. 

The association plans to call a gen- 
eral meeting November 20 for the pur- 
pose of holding a further discussion on 
the rent-a-mill plan and to form a state- 


- wide organization. Members of the Cus- 


tom Mill Owners association with head- 
quarters at Cascade, Ia., are expected 
to be among those who will take part 
in the meeting. 
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CONSUMERS FOOD STORES, 
Inc., Bridgeport, Conn., has opened a 
new branch at Danbury, Conn. Feed 
and grain will be handled. 


J. A. WHALEY CO., Providence, R. 
I., is celebrating its 70th year in busi- 
ness. The firm was first called the T. 
A. Johnson Co., later Johnson & Wha- 
ley, and upon the retirement of Mr. 
Johnson was changed to its present 
name. 


WILLIAM PATTERSON is now 
managing the Naugatuck Grain Co. 
feed store, Naugatuck, Conn., which 
was taken cver last summer by the 
Yantic Grain & Products Co., Norwich, 
Conn. 


McGeorge Elected to Head 
Southern Manufacturers 


L. McGEORGE, Royal Staf-o- 

Life Milling Co., Memphis, was 

elected president of the South- 

ern Mixed Feed Manufacturers associa- 

tion at the seventh annual convention 

which was held at the Hotel Peabody, 

Memphis, October 11 and 12. He suc- 

ceeds L. R. Hawley, Quaker Oats Co., 

Memphis, who served during the past 
vear. 

Other officers elected were J. M. Wil- 

son, Meridian Grain & Elevator Co., 

Meridian, Miss., vice president; C. L. 


BAGS 


BAG FACTORIES ... COTTON MILI ... BLEACHERY 


ments. 


much better time. 


perform.”’ 


TALK Asout sacs! 


(Quoted from Customers’ Letters) 


“We believe that if we were in the bag 
business we would design and manu- 
facture a suitable ribbon as a reward 
of merit for the handling of these ship- 


“‘Had the three cars been handled by 
express, they could not have made 


railroad boys entitled to a pat on the 
back for their handling, but you are 
also entitled to something better than 
that for your ability to get them to 


WERTHAN 


Bag Corporation 


Not only are the 


NASHVILLE 
~NEW ORLEANS 


Page Eight 


THE FEED BAG—NOVEMBER, 1932 


Whyte, Whyte Feed Mills, Pine Bluff, 
Ark., treasurer, and E. P. MacNicol, 
Memphis, secretary. 

W. E. Suits, Quaker Oats Co.; Chi- 
cago, sounded an cptimistic note for 
the future of the feed manufacturing 
business in the opening talk of the con- 
vention. He urged the manufacturers 
to maintain faith and patience and de- 
clared that the mixed feed business was 
as sound as the United States and 
would experience an upturn as soon as 
general business.conditions in the coun- 
try improved. 

Mr. Suits also appealed to the trade 
to adhere to the merchandising rules to 
which many members of the industry 
have pledged themselves. The rules in- 
clude no sales beyond 60 days; no ex- 
tensions for more than 60 days unless 
a carrying charge is enforced; no sales 
guaranteed against decline; no rewrit- 
ing of contracts; no cancellation of con- 
tracts without making the buyer pay 
the market difference and the collection 
of cancellation charges. 

Credits and consignments were dis- 
cussed by E. Wilkinson, Western Grain 
Co., Birmingham, who declared that not 
only the manufacturers are hurt by 
granting credit to the dealer but the 
dealer as well suffers because he is en- 
abled to grant more liberal terms to 
consumers which in turn leads to dis- 
aster. Because of the decreased volume 
of business, he added, it is more imper- 
ative than ever for manufacturers to 
guard their profits against the inroads 
of careless credit. 

A. F. Seay, Purina Mills, St. 
Louis, in a discussion which was held 
on the operation of batch mixers by 
dealers. reported that a survey made by 
his company revealed that in the Ohio, 
Indiana and Illinois territory, 80 per 
cent of the feed dealers owned batch 
mixers. He suggested that manufactur- 
ers furnish supplements to these dealers 
which would be readily mixed with 
home grown grains to make a complete 
ration. 

A compliment for their persistence 
and loyalty during the most critical 
period in the feed industry, was paid 
to the members of the association by 
Mr. MacNicol, secretary, in his annual 
report. He reviewed the work of the 
organization conducted during the past 
year and stressed the importance of 
continued cooperation. 

The annual golf tournament held in 
connection with the convention attract- 
ed a large number of entrants and many 
departed with handsome prizes. 


FRANK M. ROSEKRANS, mana- 
ger feed department, New Century Co., 
Chicago, is a happy granddad. A baby 
girl was born to his daughter, Mrs. Carl 
C. Domke, Philadelphia, October &. 
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Ohio Association 
Discusses 


Plans for 


Reducing 


Power Rates 


EDUCTION of power rates as 
R a means of combating portable 
mill competition was one of the 
chief topics of discussion at the 
annual fall convention of the Ohio 
Grain, Mill & Feed Dealers association 
held at the Deshler-Wallick hotel, Co- 
lumbus, October 19. More than 100 
trade members were present. . 


The convention opened with a lun- 
cheon at the hotel. Attendance prizes 
were. won by George North, Groveport; 
J. R. Thomas, Linworth; R. E. Mc- 
Chisney, Urbana; L. R. Watt, London; 
C. R. Swartz, New Hampshire, and H. 
W. Updike, Fredericktown. 


Fred H. Clutton, secretary, Chicago 
board of trade, Chicago, who spoke in 
place of Peter B. Carey, opened the 
business session which followed the 
luncheon with an address on the un- 
chaining of the farmers’ market. He di- 
rected a barrage against the federal 
farm board and its practices and con- 
tended that the present chaos in farm 
prices would have been averted had the 
grain marketing system been left en- 
tirely in the hands of the exchanges. 

Proper Feeding Stressed 

Professor A. R. Winter, Ohio State 
university, Columbus, who followed Mr. 
Clutton, urged the feed dealers to help 
farmers solve their present problems 
and encourage them to maintain a pro- 
per feeding program. He explained the 
functions of various ingredients in a 
ration and emphasized the fact that the 
best feeds known will not give satis- 
factory results unless properly fed. 

An appeal to non-members to join 
the association was made by E. C. Ei- 
kenberry, Camden. 

“Any business that is worth pursuing, 
that is worth spending one’s life in, is 
worth organizing,” he declared. “Your 
standing is better if you have been an 
association member for a long time, 
and that means more than one realizes. 
The grain and feed trades are among 
the hardest hit by bureaucracy and ad- 
verse legislation. We must therefore 
cooperate with other groups of industry 
in throwing off this burdensome yoke 
and thereby be a general benefit to the 
business world.” 

Dean M. Clark, Chicago, spoke on 
the dual inspection of grain and out- 
lined the provisions of the federal 
warehouse act which permits grading 
and weighing of grain for financing pur- 
poses only. 

Discusses Power Rates 

Fred K. Sale, Indianapolis, secretary 
of the Indiana Grain Dealers associa- 
tion, followed with a report of the sur- 
vey on power rates which is being con- 
ducted by his organization. 

“The inequality otf rates throughout 


the state is astounding,” he said. “Gen- 
erally speaking southern Indiana had 
higher rates. In northern Indiana there 
was no relationship in rates in vogue 
whatsoever. Elevators four or five 
miles apart have vastly different rates 
although conditions are identical. 

“Our investigations showed that 
many elevators are carrying too large 
a connected load, and some have too 
many motors. In many cases the power 
consuming units are thoughtlessly laid 
out with no consideration for costs and 
efficiency. Frequently we found two 
meters in an elevator with one for 
lights and one for power. This is un- 
necessary. 

“This morning 18 towns around 
Marion, Ind., were awarded a rate re- 
duction, which delights us, for it tends 
to put competitors on a more equal 
basis and makes them more able to 
compete with portable mills. We feel 
that at last power companies want to 
make rates uniform of their own voli- 
tion, which is going to help all of us.” 


Ohio Troubles Similar 


L. W. Dewey, Blanchester, chairman 
of the Ohio association power rate 
committee, declared that the situation 
in Indiana as explained by Mr. Sale 
was similar to that in Ohio and re- 
ported that progress was being made 
by the committee in obtaining uniform 
rates. 


R. O. Bresler, chief engineer, Power 
Mfg. Co., Marion, Ohio, followed with 
a discussion of diesel engines and ex- 
plained the features of this type of 
power for elevators. D. J. Schuh, sec- 
retary, Cincinnati board of trade, Cin- 
cinnati, then explained the need for 
launching a campaign to obtain a 50 
per cent reduction in the export corn 
rate. The Ohio association later adopt- 
ed a resolution offering to join the 
boards of trade and the Grain & Feed 
Dealers National association in obtain- 
ing this reduction. 


W. W. Cummings, Toledo, secretary 
of the association. gave a brief report 
on the activities of the organization and 
concluded with a revort on the closing 
day's market quotations. 

Members of the association enter- 
tained an invitation to hold the next 
annual convention at Dayton. Ohio, next 
June. Definite decision will be made by 
the board of directors of the organiza- 
tion and announced at a later date. 


GEORGE W. BARNITZ, Carlisle, 
Pa., recently suffered a loss of $20,000 
when his feed establishment near Boil- 
ing Springs, Pa., was destroyed by fire 
believed to have started from sponta- 
neous combustion in an oat bin. 
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R. H. Brundige 
Mr. Brundige, Kingston, Ohio, president 


of the Ohio Grain, Mill & Feed Dealers as- 
sociation, directed the sessions at the annua! 
fall meeting. 


W. W. CUMMINGS, Toledo, secre- 
tary of the Ohio Grain, Mill & Feed 
Dealers association, who was formerly 
associated with the J. F. Zahm & Co., 
which recently liquidated, has estab- 


lished himself in a new business. He 
will represent the Vacuum Oil Co., 
Marden-Wild Corp., Mulkey Salt Co., 


and the Anheuser-Busch Co., and will 
continue to serve the feed and grain 
trade as he has done in the past. 


F. J. BRADFORD, vice president 
and general manager of Vitality Mills, 
Chicago, has announced the appoint- 
ment of C. J. Fawkes, Madison, as Wis- 
consin sales representative. Mr. 
Fawkes represented the American Mill- 
ing Co. for many years and is an “old 
timer” in the feed business. 


H. N. VREDENBURG, sales man- 
ager of Sprout, Waldron & Co., Muncy, 
Pa., has been spending considerable 
time at Walton, N. Y., aiding Crawford 
Bros. design a new wholesale feed plant 
to replace the one recently destroyed 
by fire. “I am glad to say,” reports 
Mr. Vredenburg, “that business condi- 
tions in our line are much improved 
over what they were a few months ago.” 


OHIO 

W. M. George feed aiid implement 
store, Warren, was destroyed by fire, 
October 7, with a loss of $17,000. 

Burton Deyo, Tedrow, has opened a 
new feed store. 

A. J. Williams, feed dealer. Chardon, 
was recently robbed of $125.00 by ban- 
dits who held him up just as he was 
closing his office for the day. 

J. A. Stemen has purchased the prop- 
erty of the Van Wert Equity Exchange, 
Van Wert. 


Westville Grain & L. S. Co., West- 


ville, recently lost its elevator in a 
costly fire. Damage was estimated at 
$27,000. 


Thierwechter elevator, Oak Harbor, 
has been sold to the Ottawa County 
Cooperative association, which now 
owns four plants. 
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Batch Mixing Business Stimulated 
By Reduced Farm Income 


Creates Problems for Control Officials 


HE rapidly increasing number of 

batch mixers has augmented the 

problem of the feed control of- 

ficials and necessitates a special 

plan of regulation, according to H. A. 

Halvorson, St. Paul, Minn., who spoke 

at the annual convention of the Asso- 

ciation of American Feed Control Of- 

ficials held at the Raleigh hotel, Wash- 

ington, D. C., November 3 and 4. He 

suggested a careful investigation of the 

situation with the view of formulating 
a workable method of control. 

Batch mixing was defined by Mr. 
Halvorson as “any batch or quantity 
of teed made up especially for one pur- 
chaser, either according to that pur- 
chaser’s formula or according to a spe- 
cial formula furnished by the grinder 
or another party.” 

“A grinder,” he explained, ‘would 
not be regarded as engaging in the 
practice of batch mixing if he should 
inake up a small or large batch of feed 
and have this mixture on hand so that 
any person who desired could buy pari 
or all of the batch.” 

Mr. Halvorson differentiated between 
the type of batch imixing wherein a 
farmer brings several of his own in- 
gredients to the dealer's plant and they 
are mixed at that point and wherein a 
formula is specified by a purchaser and 
the dealer in turn transmits it to an 
outside mill for mixing. He called the 
former “local” batch mixing and the 
latter “long distance.” 

Grew With Depression 

The speaker attributed the rapid 
growth of the batch mixture and the 
corresponding decrease in established 
commercial feed saies to general busi- 
ness conditions and the decreased pur- 
chasing power of the farmer. 

“Many do not realize the actual ex- 
tent of the drop in this purchasing 
power,” he said. “In 1929, the gross 
income of agriculture was $12.000,000,- 
000; by 1931 it had declined to less than 
$7,000,000,000, a cut of more than 40 
per cent in purchasing power. The es- 
timated farm income for 1932 is about 
35 per cent less than 1931 or $4,500.- 
000,000. 

“The decrease in the actual dollar 
of farm income and the still greater 
decrease in the purchasing power of the 
products raised, in terms of other com- 
modities, has forced the farmer to pur- 
chase feed on a_ hand-to-mouth basis 
and at places where it could be ob- 
tained at the lowest price. 

“Under these conditions the local 
batch mixer can compete successfully 
with the large manufacturing plants. 
When it comes to mixing small batches, 
a local mixer has the advantage in cost 
per ton. He also has the advantage 
of being able to use locally produced 
grains and feeds, thus saving the freight 
on the: shipment to and from the large 
centers of population, where many of 
the large plants are located. Besides 
this, local feed mixing has been aided 
and stimulated by the recent invention 
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and introduction of small grinding and 
mixing units and the use of portable 
feed mills. 

“Another reason for the growth of 
batch mixing is the fact that many 
farmers and feeders have acquired pet 
formulas from the farm press, agricul- 
tural experiment stations and feeding 
authorities. They have been convinceu 
either by reading, their own thinking 
or the arguments of some other person 
that the formula which they possess will 
give better results than any other and 
proceed to have it made up for them- 
selves by the local mixer.” 

The effects of the growth of batch 
mixing, Mr. Halvorson pointed out, have 
resulted in the shifting of “the mixing 
of feeds from the jiarge cities to rural 
communities. The hig mills have con- 
sequently lost much trade, he explained, 
and the sad part of the situation is that 
when their volume is low their costs 
per ton are high. thus making it easy 
for the batch mixer to compete with 
them. 

Complications which have been cre- 
ated by the movement from the stand- 
point of feed control work were then 
explained by the speaker. 

“Our records of tonnage sales in 
Minnesota,” he said, “indicate that there 
has not been such a great reduction 
in total consumption of feed as was 
imagined from the loss of business hy 
the big firms. The years of 1927 and 
1928 were of course the biggest years 
in the feed business so far as tonnage 
was concerned. The year 1930 was 
the poorest since 1925, but 1931 was 
the best of any year with the excep- 
tion of 1927 and 1928. Some of the 
large manufacturing companies did an- 
alvze the situation correctly and set 
about to recapture what was possible 
of the lost sales. In order to do this 
some of them were forced, much 
against their will, to engage in a modi- 
fication of the local batch-mixing prac- 
tice. Strictly speaking it was not really 
local batch mixing with the emphasis 
on the local. 

Cites Control Problems 

“Just recently one of our inspectors 
found two lots of poultry feed at a 
fattening station. The inspector was in 
doubt, after he had questioned the man- 
ager, as to whether or not to take 
samples of these, feeds. The shipments 
bore no labels other than tags indicat- 
ing the formula numbers. The packing 
company, located in Chicago, had sent 
the formulas for the feeds to one oi 
the largest feed mixers and grinders in 
Minneapolis with instructions to make 
the desired quantities of these products 
and ship them without guarantee to 
the fattening station. The manager of 
the station had no information on the 
composition of the feeds and no furt'er 
instructions than to feed the particular 
formulas by number. The mixer of the 
feeds did not have the analysis and 
did not have the authority from the 
owner to register and latel them. What 
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could have been done in a case of this 
kind? 

The feeds were not labeled with the 
guaranteed analysis and_ ingredients, 
were not tagged with the ojicial tags, 
were not registered and still they could 
not be removed from sale because they 
were not on sale. The mixer, because 
he happened to be located in the state 
could, undoubtedly, be compelled to reg- 
ister and place official tags on this feed. 
If forced to do this, however, he would 


risk the loss of his business because of 


objection to the registration and pay- 
ment of tonnage tax on the part of the 
furnisher of the formulas. If the mixing 
was done by a firm outside the boun- 
daries of Minnesota, we surely would 
have no jurisdiction over the products 
unless they were placed on sale in the 
state. The mixer in Minneapolis ex- 
pressed the willingness to abide by any 
reasonable regulation, but did not relish 
the idea of losing business to someone 
whom we could not compel to conform 
with the same requirements we had 
placed upon him. 


“In our state we also have a man 
engaged in a large industrial enterprise 
who also owns a iurkey farm which 
requires approximately a carload of feed 
a month. The purchaser for the in- 
dustrial firm calls for bids every time 
a consignment of feed is desired. Com- 
petition to obtain this business is so 
keen, I have heen informed, that in 
some instances the price quoted tor 
the finished and sacked feed scarcely 
covers the cost of ingredients to say 
nothing of the cost of handling, mixing 
and sacking or the manufacturer's pro- 
fits. 

New Regulations Needed 

“One would freely admit that this 
purchaser should have some kind of 
protection. The method of making the 
purchases, however, renders that ex- 
tremely difficult because of the likeli- 
hood that a different company would 
get the order each month. Then a 
new registration would need to be filled 
every time there was a change of com- 
pany. The purchaser in this instance, 
doubtless saves the tonnage tax and 
probably gets his feed at the lowest 
possible cost, but does he get what he 
orders? 

“The incidents cited must convince 
every alert feed control official that we 
are faced with a situation that tends 
to defeat the purposes of our laws and 
to nullify their usefulness as instru- 
ments of protection for the purchasers 
of feeds. There is no doubt that the 
primary purpose of all feed laws is the 
protection of the consumer against mis- 
representation and fraud and to require 
the labeling of mixed feeds so as to 
show their true value and composition. 
A secondary purpose and one which 
results from’ the fulfillment of the first 
is the protection of the honest mixer 
and manufacturer against unfair com- 

(Continued on Page Twenty-four) 
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Nawure.... never makes two alike 


It is a well-known fact that no 
two products of nature are 
alike. That goes for human 
beings, beasts of the field, 
fish in the sea, even cod liver 
and fish oils. Cod liver oil 
varies in Vitamin D potency 
depending on the waters in 
which the fish lived, the feed 
that was available, and the 
season of the year in which 
they were caught. Man, after 
catching the cod fish in many 
waters and different seasons, 
extracts the oil under various 
conditions. Is it any wonder 


Steadfast in Potency 


that different lots of cod liver 
oil vary in vitamin potency? 
Is it any wonder that different 
lots of any fish oil vary? 


But What About NOPCO XX? 


In producing Nopco XX we 
have combined nature and 
science. We have started 
where nature left off. We 
take natural cod liver oil of 
varying potencies and, by the 
use of the Zucker-Columbia 
University process, we not 
only increase those potencies 


but we also eventually make a 
product which is standardized 
and uniform in Vitamin D 
potency. That product is 
Nopco XX. 


Natural oils mean lack of 
uniformity, unreliability and 
either waste or taking chances. 
Nopco XX means uniformity, 
reliability, economy and no 
risk. Nearly 800 manufacturers 
of feeds are now using Nopco 
XX. Are you one of them? 
Complete details and prices 
upon request—no obligation. 


Dependable in Results 


NATIONAL OIL PRODUCTS COMPANY, INC. 


BOSTON 


SAN FRANCISCO 


CHICAGO 


EXECUTIVE OFFICE: 28 ESSEX ST., HARRISON, N. J. 
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MIDWEST MEETING 

Members of the Midwest Feed Manu- 
facturers association met at the Kansas 
City Athletic club, Kansas City, Octo- 
ber 1, and discussed trade problems. 
W. E. Suits, Quaker Oats Co., Chi- 
cago, chairman of the executive com- 
mittee of the American Feed Manufac- 
turers association, was the guest speak- 
er, and addressed those in attendance 
on better merchandising methods. Pres- 
ent officers of the association are V. 
I’. Rudy, Rudy-Patrick Seed Co., Kan- 
sas City, president; C. H. Blanke, Blair 
Elevator Corp., Atchison, Kans., vice 
president; E. Whitworth, Southard 
Feed & Milling Co., Kansas City, treas- 
urer, and E. A. Cayce, Checkerboard 
iclevator Co., Kansas City, secretary. 


Carefully Sifted for Feed Dealer Consumption 


Many a man who worked his way 
through college is starting to work his 
son’s way through. 

* * * 
SLIGHT ERROR 

City Girl (observing a group of 
calves in a pasture): “Ch, what pretty 
little cowlets!” 

Country Suitor: “Sorry, dear, them’s 
bullets.” 


Airplane View of the Cedar Rapids, Iowa, Mill 


You need 
Quaker Feeds 


- Sell the feeds that give your customers more feed value in return for 
every dollar they spend with you... . In these days farmers, poultry- 
men, and dairymen can’t afford to experiment with unscientific, un- 
balanced, hit-or-miss feeds that waste more than they save on first 
cost .... You’ll make friends fast—and you’ll make fast friends—if 
you sell the complete Quaker line. You can offer the tested right feed 
for every purpose—dairy herds, cattle, hogs, poultry.... Ask us 


about our Selling Plan. 


Put your feeding problems up to our stock 


and poultry experts. And build up year-round business by selling the 
good feeds that come in striped sacks. 


THE QUAKER OATS COMPANY, CHICAGO, U. S. A. 


GREEN CROSS 


BUY QUAKER FEEDS 


IN STRIPED SACKS 


Paze Twelve 


THE FEED BAG—NOVEMBER, !1932 


CORNHAY WEAKLY NEWS 


Ezra Hobbs, local candidate for as- 
sembly, was run out of town by the 
women folks when he made a cam- 
paign speech last Tuesday and suggest- 
ed an amusement tax on bridge parties. 

Ira Hicks has the honor of making 
the first non-stop flight from his farm 
to Cornhay, a can of naphtha standing 
near the stove having exploded while 
Ira was near by. 

Tony Eskofski will hold a fish fry 
Friday night and has announced that 
anybody being able to pronounce his 
name without getting bones in his 
throat wll receive an extra helping. 

* Ok Ok 


NOTICED THE LOSS 


While wandering in a Florida swamp, 
a hunter saw an alligator snatch a 
small colored boy from the banks of 
a canal. Soon he came to a cabin with 
a number of piccaninnies in the yard. 
He addressed their mother saying, “I 
hate to tell you but I just saw a ’gator 
get one of your children over at the 


canal.” The old woman turned back 
in the door and said to her husband, 
“Rastus, Ah done tol’ y'all sumpin 


wuz ketchin’ our kids.” 
* * * 
Well, anyhow, it now costs our cred- 
itors 3 cents to send those nasty letters. 
* 


WILL POWER 


Salesman; “I can stay awake any 
length of time by forcing myself to do 
Dealer: “Oh, I see. 

mind over mattress.” 
* 


SAFETY FIRST 


A small boy was leading a donkey 
and passed by an army camp. A couple 
of soldiers wanted to have some fun 
with the lad. 


“What are you holding onto your 


The power of 


brother so tight for, sonny?” asked one 
oi them. 
“So he won't join the army,” the 


lad replied. 
* * * 


WISH GRANTED 


Salesman: “Have any of your boy- 
hood dreams been realized?” 

Dealer: “Yes, when mother used to 
pull my hair I wished that I didn’t 
have anye’ 

* * 


HOLD YOUR THUMBS 


Employer: “Sorry, old man, but we'll 
have to cut your wages another 10 per 
cent.” 

Employee: “S’all right, boss, just as 
long as you don't start charging me 
admission.” 


Quaner Quarer Quaer Quaker Quaver NY Quaser 


How to Adjust Your Credit Program 
To Meet Modern Conditions 


Collections Important Part of Plan 


in our industrial and general 

business world, and in our homes 

as well. Properly applied and 
controlled it is a wonderful stimulant 
to business in many lines. A _ better 
realization of this may be had when we 
learn from statistics that 95 per cent 
of all the business that is transacted 
is done on credit and that the total 
volume of business done is five times 
vreater than the actual amcunt of money 
in circulation. Without credit we prob- 
ably could never have reached the 
heights of prosperity that we have 
known in the last two decades nor could 
we have had and enjoyed the comforts 
and luxuries of life which have been 
ours and which preceding generations 
did not enjoy. 

However, that which is one man’s 
meat is another man’s poison and, un- 
fortunately, this same credit which has 
heen the life blood of the automobile, 
radio and many other industries, has 
brought grief and disaster to others. 

Can credit safely, soundly and pro- 
fitably be used in our line of business 
and if so, to what extent? Unfortu- 
nately in dealing with a perishable, ed- 
ible product that is actually consumed 
within the credit period for which it is 
sold and before the money, even if sold 
on short term credit would be due, we 
do not have the protection and safe- 
guards available to the sellers of the 
articles previously mentioned. 


History of Credit 


As far back as my recollection goes 
the farmer has always had credit with 
his local merchants, principally on the 
basis of personal and close acquaintance, 
the merchant knowing the character, 
property holdings, financial standing 
and earning ability of the farmer and 
making his credit decisions from that 
knowledge. In connection with this his- 
tory of credit to the farmer, I believe 
we should realize that when this credit 
practice originated the farmer was es- 
sentially a grain or meat crop farmer 
and that he received the major part, 
if not all, of his income at one season 
of the year. It was not unsound for 
the merchant or the feed dealer of ear- 
lier times to advance seed, feed, fertili- 
zer, food and household necessities to 
the farmer during the grain planting 
and growing season or while his stock 
was being grown to marketable size 
as the merchant had as security a lien 
on the crop, an actual or moral lien, 
and it is passed down to us that men 
regarded their moral obligations very 
seriously and that these seasonal bills 
were usually paid. In the event of crop 
failure or other calamity a portion of 
the debt might be carried over into the 
second year, in which redoubled efforts 
were made to pay it. 

In the territory in which we live and 
do business there has been a change, 
now practically completed, from grain 
and meat raising to dairying and to a 
lesser extent to poultry raising in con- 


C REDIT has come to be a giant 


nection with which the farmer now re- 
ceives a current regular income, every 


week, two weeks or every month at - 


the outside, the time varying accord- 
ing to the location, the form in which 
he sells his butterfat. There are ex- 
ceptions, of course, like peas, cabbage, 


J. E. Walsh 


Mr. Walsh, formerly of the Ladish Milling 
Co., Milwaukee, delivered the address pub- 
lished herewith at the recent fall conven- 
tion of the Central Retail Feed association 
at Wausau, Wis. 


potatoes and other fruits or vegetables 
that may be raised as cash crops but 
the raising of these cash crops and the 
income received from them, is gener- 
ally secondary to the main operation, 
in most cases dairying. 

Much of our present grief and 
trouble in extending credit arises from 
the fact that we have not adjusted our 
credit and collection practices to corres- 
pond with the change that has taken 
place in the farm program that we are 
carrying forward. 


As applied and controlled by our 
large department stores, credit is de- 
cidedly an advantage to the seller as 
customers probably experience less buy- 
ing restraint or resistance than when 
they are required to produce spot casii 
for every purchase and these customers 
also naturally find it most convenient 
to make their purchases where they 
have their charge accounts. Statistics 
tell us that these stores consistently 
operate with credit losses of less than 
1 per cent of their total sales volume 
and, in some cases, as low as % of 1 
per cent which is, of course, a neglig- 
ible loss considering the advantages in 
the way of increased business gained. 
However these stores operate with the 
following safeguards: 

(1) A trained credit manager who 
investigates the applicant before credit 
is granted and has a definite advance 
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understanding with such applicant as 
to terms of payment. 

(2) A trained collection department, 
which, in case of delinquency, goes into 
immediate action and, in most cases, 
collects the money amicably. 

(3) Mercantile and credit agencies 
who know, or will get, the history and 
general credit record of the applicant. 

(4) Last, and probably the most im- 
portant of all, is that these stores are 
dealing with a clientele that has been 
trained ‘and educated to pay its bills 
promptly—for a charge account cus- 
tomer to do otherwise is to lose his 
reputation and standing in the com- 
munity—in fact everywhere that credit 
information circulates, and that is just 
about everywhere. 

We as feed dealers are interested in 
credit as it applies to our own busi- 
ness and unfortunately we have none 
of these aforementioned safeguards to 
protect our credit transactions. We 
are our own credit managers and col- 
lection departments, and I do not be- 
lieve I will be mobbed for saying that, 
taking us by and large, we are not 
establishing any records for efficiency 
and performance in this highly spe- 
cialized work for which other business 
establishments, doing a larger total 
volume of business but not a larger 
percentage of credit business, pay 
their credit and collection managers 
large salaries. 


We Must Reform 


Assuming that the present system is 
not satisfactory, we have, therefore, the 
alternative of attempting to reform 
our own practices and performances as 
credit and collection managers and the 
paying habits and practices of the 
farmer or of following the lead of the 
cash-selling agencies already in the 
field and adopt a cash basis. Again, I 
believe the latter will come in for your 
favorable consideration particularly as 
present conditions seem to favor the 
cash basis and, further, as it is always 
a simple process to resume credit sales 
later if it should appear advisable and 
practicable. 

The question is frequently asked as 
to whether or not a strictly cash busi- 
ness can be done, reference being made 
to such customers as county and state 
institutions, estates with absentee own- 
ership, hobby farms, etc. 

The answer is, I believe, obvious. 
The institutions should, of course, be 
sold on their regular terms of pay- 
ment. In the case of “hobby” farms, 
estates, farms of absentee ownership, 
and others similarly requiring special 
treatment, these cases are not suffici- 
ently numerous so that they would be 
likely to interfere with your cash pro- 
gram generally. If you are aggressive- 
ly advertising your business as being 
on a cash basis you probably will not 
receive many requests for credit and 
undesirable applicants can easily be 
discouraged. One simple way to han- 
dle the undesirable applicant is to 


(Continued on Page Twenty-seven) 
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Vertical Mixers 


Everything in Milling 
Machinery When You Need It 


When it’s cleaners, grinders, mixers, reels, sifters, 
elevators, conveyors or any other milling machinery 
or supplies needed in a hurry for your plant Sprout- 
Waldron is your logical source. 


First, because you can rely upon quick shipment 
due to our large stock of parts and complete facilities 
for quick assembly of any machine. 


Second, because Sprout-Waldron equipment has 
proved over a period of more than sixty years that it 


is a quality built line that delivers dependable service 
at lowest cost. 


Third, a complete engineering and planning de- 
partment is available to assist you in securing a cor- 
rectly designed and programmed plant that will oper- 
ate with a maximum efhciency and profit. 


Fourth, experienced Sprout-Waldron sales engi- 
neers are conveniently located throughout the entire 
country and will go out of the way to help you meet 
any equipment need most economically. 


Whether in need of a complete plant, a single 
machine or supplies of any kind for your mill, ele- 
vator or feed plant, write, wire or phone SPROUT- 
WALDRON, America’s Leading Mill Furnishers. 


Sprout, Waldron & Co., Inc. 


1202 Sherman Street MUNCY, PA. 
THE MONARCH LINE 
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V-Belt Drives Dust Cullectors Rice Mill Machinery 
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Sprockets Vertical Conveyors 


Percentage Feeders 
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THE DEALERS’ Feeding practices have greatly improved during the 
RESPONSIBILITY last dozen years. Farmers who formerly bought a 

few bags of bran and linseed meal for use with their 
home-grown grain in feeding dairy herds and cattle discovered they could get better 
results with a completely balanced ration. Poultrymen, similarly, turned from 
corn and simple mash mixtures to scientifically compounded feeds including many 
recently proved ingredients from sources far from their own farms. 


As a result, we have healthier, more productive and more profitable animals 
on our farms and the lion’s share of the credit for this achievement belongs to the 
commercial mixed feed manufacturers. Their efforts were backed by work at the 
agricultural colleges and experiment stations but it was the commercial mixed 
feed manufacturers, through their thousands of salesmen and resale men who 
really sold better feeding to the farmer. 


Then came the depression. Agricultural income was more than cut in half. 
Farmers were forced to sell all their products, including meat, milk and eggs, at 
unbelievably low prices and they naturally demanded low-priced feed. Statistics 
show that feed prices fell to comparatively lower levels than farm products prices 
but still the farmers were not satisfied and, forgetting much of their feeding experi- 
ence, they demanded cheaper feeds. 


This demand was filled by the retail feed dealers. It was the easy thing to do. 
The hard thing would have been to keep their farmers on the gold standard — 
to convince them that they really needed quality feed to assure lowest production 
costs. If ever a farmer needs to buy feed on a production cost basis, it is when, as 


during the past two years and today, record low prices are prevailing for meat. 
milk and eggs. 


Commercial mixed feed manufacturers recognized this fact. They cut sal- 
aries, margins, profits, prices — cut everything, in fact, except the quality of their 
products. But, deserted by the retail feed dealer, they lost much of the business. 
This is attested in an article in this issue of THE FEED BAG by H. A. Halvorson, 
Minnesota feed control official, on batch mixing problems. The dealers are mixing 
their own — in many cases, just simple mixtures to sell at a price. 


The‘farmers’ feeding practices are now, more than ever before, the responsi- 
bility of the retail feed dealer. He is making and selling the majority of the mixed 
feed used today and it is up to him to decide whether or not we are going to lose 
all the advance toward better feeding practices won during the last quarter century 
through hard, meritorious work of the commercial feed manufacturers. 


The dealer’s responsibility, in the opinion of THE FEED BAG, is to become a 
real student of feeds and feeding, to make and sell his own feeds on a production- 
result cost basis, to merchandise, in addition to his own mixtures, a quality line 
of commercial mixed feeds and to join with the commercial mixed feed manu- 
facturers, agricultural colleges and experiment stations in the missionary work of 
maintaining and improving the better feeding practices of his farmers. 


— Davip K. STEENBERGH. 


THF FEED BAC—NOVEMBER, 1932 


Page Fifteen 


4 
a 
= 
| 
| 
' 
' 


FEED 
INGREDIENTS 


like De, Cfeleyll and Mle. Hyde 
CAN BE TWO-FACED 


Fos.ror-uS—Nature’s Mineral— 
Is Always the Same—BALANCED 


ARIOUS forms of calcium and phos- 

phorus that change chemically have 
no place in feeds and mashes. Purchased 
in good faith to provide the alkaline bal- 
ance for body building proteins, they ac- 
tually provide excess acid—due to decom- 
position of organic matter. 

Fos-ror-uS, Nature’s Mineral, is always 
the same—balanced. Taken from deposits 
of animal life of prehistoric ages, all tis- 
sue and flesh have become fossilized. No 
chance for decomposition or chemical 
change—just calcium, phosphorus, iron 
oxide, and sulphur in the proper propor- 
tions that made animals healthy mil- 
lions of years ago. 


No wonder Fos-ror-uS in competitive 


tests with 6 other minerals ranked first 
when measured by egg production, weight 
of eggs and reduced mortality. Fos-Fror-uS 
fed fowls produced 34.62 more eggs than 
the 1931 average of standard American 
and Canadian Egg Laying Contests. 


The uniformity of Fos-Fror-uS—its free- 
dom from chemical change—is largely re- 
sponsible for this remarkable showing. 
Over 1200 feed manufacturers and millers, 
all once skeptical, are now confirmed users 
of Fos-Fror-uUS to mineralize their feeds and 
mashes. 


You, too, should know all the advan- 
tages of using Fos-ror-uS. They are told 


interestingly in our booklet, ‘‘Facts for 
Millers.’’ Write for your copy today. 


Fos-FoR-US 


[NTERNATIONAL AGRICULTURAL (ORPORATION 


MANUFACTURERS 


OF GRA 


61, Broadway, New York, New York 
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Agricultural Ruin 
Lies in Wake 
Ot Federal Farm 


Board Program 


T HE past three annual meetings 
of this national organization 
perhaps have been the most 

solemn commercial gatherings 
ever held. Three years ago the gov- 
ernment’s adventure in the socialization 
of agriculture had just swung under way 
and we foresaw the dangers ahead. 

A year later, or in 1930, the stabiliza- 
tion fiasco was at the pinnacle of its 
giory and some of the saviors of the 
farmer were getting rich while the far- 
mer and his markets were crumbling 
in ruin. 

One year ago the red flag of danger 
was hoisted when it was realized that 
between unsound policies and racketeer- 
ing methods the so-called revolving 
fund had completed its one and only 
revolution. 

Then began the rush to find a sacri- 
ficial goat which might answer for the 
catastrophe suffered by agriculture. The 
established markets were the chosen 
victim—the markets in grain, cotton and 
livestock. Since that time a stream of 
unprecedented abuse has been poured 
into the ears of the farmers by the 
payrollers and their ambitious satel- 
lites. Happily, the farmers are no 
longer to be fooled. They are in re- 
volt, not against the established mar- 
kets, not against their government, but 
against the sophistry, the trickery and 
the willful betrayal to which they have 
been subjected by those trying to thrust 
farm board policies down the throat of 
agriculture to serve their own selfish 
ends. 

* 


The farm board ranks are thinning 
from desertions. First their friends, 
such as the able and outstanding Ore- 
gon Cooperative council, withdrew in 
disgust; farm publications that had fol- 
lowed the trail of unsound economics 
have begun to turn a cold shoulder; 95 
per cent of the daily and weekly news- 
papers are declared to be bitterly op- 
posed to the whole farm board racket 
and want to see the army of payrollers 
and adventurers disbanded. 

Farm organizations one after another, 
have quietly withdrawn even their mor- 
al aid from the farm board and from 
what has been termed in newspaper edi- 
torials as its “gangster child,” the Far- 
mers National Grain Corp. At a con- 
gressional investigation recently, farmer 
after farmer testified that from 90 to 98 
per cent of the agrarians of Kansas 
were bitterly opposed to the farm board 
and its subsidiaries. Most congressmen, 
including those who have been patient 
with the board and its tragic blunders, 
now demand its abolition. 

* Ok 


* 
In spite of the dismal past and des- 
pite the tremendous obstacles still 


ahead in the way of clearing up the 
farm board wreckage, the agricultural 
trades today face the future with more 
confidence than at any time in three 
years. A desperate fight, which we 
believe to be their expiring effort, is 
being made by James C. Stone, chair- 
man of the farm board, and some of 
his associates to retain their jobs and 
the power of bureaucracy which has 
been conferred upon them. 


Mr. Stone is an employee of the 
United States government. He is coni- 


missioned with the duty of aiding agri- 
culture. Mr. Stone and his associates 
have sought to influence certain farm 
groups to go out into the country and 
fight the Chicago board of trade, the 
central world grain market, the farm- 
ers’ market, the place where the farmer 
puts his hedges and the place where 
prices are registered. Fighting the mar- 
kets in this manner has always proved 
a price depressant. Time after time 
the farm board gang has broken the 
price of wheat by unwholesome policies. 
Tax burdens and political attacks on 
the exchanges invariably drive out in- 
vestment and speculative support, with 
subsequent price slumps. 

Recently Mr. Stone was quoted in 
the official farm bureau publication as 
saying that if the farmers wanted the 
farm board they had better go out and 
fight for it, thus frankly admitting that 
the farmers never did want it and never 
will fight for it. 

* * 

Mr. Stone and his associates have in- 
duced Mr. O’Neal to stress the false 
argument that the Chicago board oi 
trade is seeking to suppress coopera- 
tive marketing. This is so utterly un- 
fair that Stone should feel shame for 
the baldness of the misrepresentation. 
Long befere he was identified with the 
farm board, the Chicago board of trade 
and other exchanges were helping to 
foster honest cooperative marketing 
groups. Cooperatives have léng held 
membership on this and other ex- 
changes. Officers of the largest coop- 
erative organizations in the country 
have defended the exchanges against the 
farm board inroads. The board of trade 
and other commodity exchanges are op- 
posed to the kind of false cooperation 
proposed by Mr. Stone and his Farmers 
National Grain Corp., which violates 
every principle of sound cooperative 
marketing. Successful cooperatives 
build from the ground up; their officers 
usually serve without salaries. They are 
non-political They are the farmers 
serving themselves—not growing rich at 
the farmers’ expense. 

The farm bcard is attempting to make 
a great issue of cooperative marketing 
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Peter B. Carey 


Mr. Carey, president, Chicago Board of 
Trade, delivered the address from which 
excerpts are published herewith at the recent 
Grain & Feed Dealers National association 
convention. 


now that its other schemes have failed. 
The agricultural marketing act instructs 
the secretary of agriculture to assist in 
carrying out farm board policies. The 
secretary of agriculture is also the nom- 
inal head of the great agricultural edu- 
cational system, with agricultural col- 
leges in each of the 48 states, and reach- 
ing into practically every agricultural 
county in the nation through 2,400 
county agents. There is reason to be- 
lieve that an attempt has been made 
to make the agricultural colleges and 
county agents subservient to farm 


board policies. 
* * 


Nearly a million boys and girls are 
being trained for future rural citizen- 
ship and leadership through 4-H club 
work, hundreds of thousands of farmers 
are receiving sound information on crop 
production, farm management, and mar- 
keting through county agents under di- 
rection of our agricultural colleges. 

If all of the 2,400 county agents in 
the United States had the same sound 
leadership and direction, all elements of 
our citizenship could face the future 
with greater confidence. It is the few 
states in which radical leadership has 
dominated extension work that is bring- 
ing odium to the entire service. We 
commend those agricultural colleges and 
state extension services which have 
kept their feet on the ground, and have 
not gone rainbow chasing with un- 
sound farm leaders and governmental 
radicalism that comes dangerously near 
to communism. 

* 

The exchanges did not at first op- 
pose the farm board, but stood aside 
until the law had had an opportunity 
to prove its futility. When the mar- 
kets were being torn to pieces, and Mr. 
Stone and his associates started emu- 
lating madmen with insane demands 
that farmers plow up their cotton, kiil 
part of their cows, quit planting their 
wheat, and when, in an orgy of sicken- 
ing waste, they began speculating in 
wheat and cotton, piling up our sur- 

(Continued on Page Twenty-nine) 
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..AND A 


NEW 
DEAL! 


AGAIN your opportunity to make money has 
been stepped up. This time it’s a new departure in 
poultry feed...new in the feed itself and new in the 
idea of merchandising it. Purina All-Mash Egg 
Chowder is the feed. It’s made-to-measure for this 
day in which back-lotters and commercial poultry- 
men face the job of producing premium eggs to take 
advantage cf today’s quality egg market. 


Like Ingredient “X”’, the Dog Book deal, the Calf 
Chow Checkers innovation and the Sanitation 
Products addition...the new Purina All-Mash Egg 
Chowder Plan is another sound and far-reaching 
sales-maker opening up new avenues of business. 
It’s a customer-maker...a money-maker for the 
feed merchant. 


There’s nothing luke-warm about it. News col- 
umns and advertising pages in poultry publications 
are spreading the news to poultry raisers. Localized 
share-the-cost newspaper and direct-by-mail ad- 
vertising put to work by you will make your place 
headquarters for this new business. You can do 
something about it right now...by letter or wire. 


CALF 
CHow 
CHECKERS! 


SANITATION 
PRODUCTS! 


STRInUTOR 


| 


HATCHERY 
FLOCK 
SUPERVISION! 


SHARE-THE-COST 
ADVERTISING! 


DISPLAY 
NEWSPAPER 
DIRECT-BY-MAIL 


PURINA MILLS 
923 Checkerboard Square 
St. Louis, Mo. 
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Analyze Your Customers’ Wants 


Take Inventory of Yourself 
Address Delivered Before Michigan Dealers 


HE history of America is the 

history of a people who have 

always met every major chal- 
lenge since 1776—a people who have 
always won. I have every reason to 
believe, therefore, that we are going 
to come out of this present situation 
with all our hide, hair and teeth—the 
better for our experience. But gentle- 
men, we in the feed business are never 
going to make a slam, in fact a lot 
of us are going down, unless we turn 
about quickly and face conditions as 
they are, unless we play the cards we 
now have in our hands for all they 
are worth. 

We can’t sit with our feet on the 
desk or loaf on a soft sack in the ware- 
house and wait for milk prices to go 
back to $2.75 per 100 pounds, for the 
farm board to bring the price of wheat 
Lack to $1.50, for hogs to hit 15 cents, 
for some breeder to produce a strain 
of hens that will lay only 65 cent eggs. 
The old days and the old prices may 
never come back. We are living today 
—and we must make the best of it. 

Aspirin for the Nightmare 

Present conditions may seem terrible 
—according to standards of 1928—but 
our eyes are placed in front because 
it is more important to look ahead than 
to look back. Many of us have been 
suffering the fears of a nightmare which 
has lasted almost three years. We see 
our business gone to hell, our country 
bankrupt and the world in a revolu- 
tion. We forget that the men who 
made the United States the richest 
country in the world did not go about 
wringing their hands and quaking in 
their boots. 

You’ve heard the story of the con- 
firmed drinker who awakened one morn- 
ing to find a ferocious animal sitting 
at the foot of the bed sharpening his 
claws. The soak, paralyzed with fear 
at first, finally regained his composure 
and said to the visitor: “You'd better 
do some thinking before you pitch into 
me. If you start getting rough, I’m 
going to take a couple of aspirins and 
sober up. Then where in the hell will 
you be?” 

And so what we need is an aspirin 
for that business nightmare which is 
troubling us. 

Take Your Own Inventory 

The feed business is just as good a 
business as any in the world. There 
are just as many successful men in 
this industry as in any other. The 
opportunities are just as great—the re- 
wards as wholesome. But we must 
have confidence in the future and use 
our eyes to look ahead instead of be- 


By D. K. Steenbergh 


hind. We must find our opportunity 
today and to do so we must first take 
an inventory of ourselves and our sur- 
roundings. We must find out what to- 
day’s customer wants and determine 
what we must do to meet his require- 
ments. 

Every man must take his own in- 
ventory and make his own business an- 
alysis. He is in the best position to 
do this for himself if he will honestly 
answer a few simple questions such as: 
How much do I really know about the 
feed business? Have I studied and am 
I still studying feeds, feeding and nu- 
trition so that I can really help my 
customer with his problems? Do 
1 handle the right kind of merchandise 
and always have every feed and ingre- 
dient on hand for my customers? Do 
I know enough about merchandising, 
advertising, credits and collections? We 
can't answer these questions for you 
but we will try and discuss some of 
the most important things we believe 
today’s customer wants together with 
a few of the things you must do to 
meet his requirements. 

Customers Demand Value 

The first and most important thing 
that today’s customer wants is value. 
He has seen the light since 1928 and 
no longer falls for such things as min- 
eral feed at $6.00 per bag. He isn’t buy- 
ing farm machinery that he doesn’t ab- 
solutely need and even when he does 
need it, he thinks it over for a long 
time. He is still trying to make money 
producing milk, eggs and hogs and he 
is trying to produce them at the low- 
est possible cost. He knows that it 
isn’t easy to earn a dollar and so he 
insists on getting everything he can— 
maximum value—for every dollar he 
spends. 

To meet this customer requirement, 
the feed dealer must realize that price 
is not in itself an index of value. The 
customer wants a low price, of course, 
but your feed must be worth what he 
pays on an actual commodity basis and 
it must be worth what he pays on an 
actual result-producing basis. Today's 
customer may justly seek value at a 
low price but he does not want a cheap 
feed. He wants a feed that, whatever 
may be its price, will fulfill all prom- 
ises. And so to give our customers 
value, we must give them both quality 
and price. 

Today’s customer wants his feed 
dealer to know feeds, feeding and ani- 
mal nutrition. No feed dealer can be 
sure his merchandise has value unless 
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he knows everything that is important 
about the feeds and ingredients he 
handles and everything important about 
the proper use of these feeds and ingre- 
dients. You can be practically sure of 
quality if you buy the merchandise you 
handle only from firms of proved reli- 
ability but even this will not assure 
value unless you know your stuff suf- 
ficiently to justly compare the various 
feeds and ingredients these firms have 
to offer. 

Today's feed dealer, therefore, must 
be continually studying feeds and feed- 
ing. He must be sufficiently posted 
and he must train his employees so 
that they also know enough to advise 
the store’s customers with respect to 
what they must buy and how they must 
use what they buy and what they raise 
to meet every feeding problem. There 
are several good books available on 
the subject, pertinent bulletins are con- 
stantly being issued by agricultural col- 
leges and experiment stations and feed 
manufacturers and the feed press are 
regularly publishing valuable instructive 
material. Study this material as it is 
issued and then file it away in an in- 
formal reference library where you may 
always have it available for use in an- 
swering your customers’ questions. 

Handle Commercial Feed 

Today’s customer wants his dealer 
to always carry a complete stock of all 
feeds and ingredients. He is reading 
more than ever, he is conferring with 
his county agent, his children and his 
neighbor's children are bringing home 
ideas and he wants to try something 
different, whether new or old—he ex- 
pects you to have it. If you operate 
a mixer, he expects you to have in 
stock the necessary ingredients to mix 
any formula he may bring in without 
making any substitution just as you 
demand that your druggist doesn’t sub- 
stitute when you take a prescription to 
him. No customer will regularly drive 
to two towns or even two stores for 
his feed requirements so you must carry 
a complete stock if you wish to hold 
the business of today’s customer. And 
in this connection, it’s well to remem- 
ber that getting the other fellow’s cus- 
tomers means nothing unless you're 
holding your own. 

Even if you operate a mixer, and 
this is something many dealers forget, 
today’s customer expects you to handle 
at least one well-known line of com- 
mercial mixed feeds. He demands an 
opportunity to compare your mixtures 
with an established commercial ration 
and he will buy these rations elsewhere 

(Continued on Page Twenty-three) 
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HAMMER 


AND SIX NAILS 


Nailing the Larro sign over your door is a simple job 
.-. a hammer and six nails ... done in five minutes. 


And yet that simple job carries its effect down through 

the years of your business because it labels you as 

a merchant who handles feeds built for a single 

purpose—tfo produce the greatest possible profit 
over feed cost. 


The Larro sign tells the world that you represent an 


institution which has led the field: 


(a) In animal and poultry nutrition research. 
(b) In a chemical laboratory to guard the 


quality of ingredients. 


(ce) In methods to protect livestock from 


foreign substances in feed. 


(d) In processes to make feeds uniform. 
(e) In fair and honest dealing with customers 


of every description. 


Put the Larro sign over your door and see what the 
advantages of the 1 arro Franchise can mean in build- 


ing more business for you. 


ALLS 


FEEDS THAT DO NOT VARY 
FOR POULTRY—HOGS—DAIRY 


Larro Family Flour Best for Bread, Biscuits, Cakes and Pies 
THE LARROWE MILLING COMPANY, DETROIT, MICHIGAN 
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T his Month In Was Feed Store 


Live Tips To Help You Get More Business 


Talk Turkey 


Thanksgiving day is only a few weeks 
away. Turkeys are the center of at- 
traction. Why not announce a contest 
to discover who has the largest gobbler 
in your territory? Offer prizes in mer- 
chandise to the first, second and third 
place winners and advertise that you 
are going to give the birds to your 
local relief committee for needy fam- 
ilies. The contest entries can be ex- 
hibited in your window and tied up 
if possible with the fact that they have 
been raised on your feeds. There are 
countless possibilities in a turkey con- 
test and it will bring you additional 
profits and good will for which to be 
thankful. 


Christmas Trees 


It's time to begin thinking about 
Christmas. Other merchants are trim- 
ming their windows with Yuletide deco- 
rations and featuring holiday merchan- 
dise that will attract customers. What 
can you do to get people to come to 
your feed store? Vracticaily every fam- 
ily needs a Christmas tree. Why not 
get a shipment and transform that va- 
cant lot near your establishment into 
a regular Santa Claus headquarters? An- 


» nounce, in connection with your regular 


advertising in your local newspapers, 
that you will give a tree free to each 
of your customers or to new patrons 
who make a purchase from you. The 
plan will bring people to your store and 
once you get them on your premises 
you will have an opportunity to talk 
feeds to them. 


Collections 


Now is the time to start that final 
drive to wipe off your old accounts. 
You can use the argument that you 
are closing your books for the year, 
and are anxious to start 1933 with a 
clean slate. Poultry and dairy farmers 
should be in a better position than ever 
to pay their accounts because of the 
recent increases in milk and egg prices. 
Your feeds represent the essential 
source of this income and you are en- 
titled to first consideration. Get after 
those accounts before the installment 
collectors beat you to it. 


Tulip Bulbs 


If you want to win the patronage 
and good will of the farmers’ wives in 
your territory purchase a large number 
of tulip bulbs now and offer to’ give 
them to persons calling at your store 
and making a purchase. This is the 
season of the year when they will go 
over big and you'll be surprised how 
people will flock to your establishment 
to get them. A Wisconsin dealer uses 
this plan with success every year. When 
the tulip bulbs burst into bloom in the 
homes in your territory they furnish 
a splendid advertisement which reminds 


the household to continue to patronize 
the feed store owner who gave them. 


Luncheon Meeting 


Farmers aren't terribly busy during 
November and you have a splendid op- 
portunity to get them together at a 
meeting sponsored by you. Why not 
advertise a turkey iuncheon, get a good 
speaker on feeding problems, and give 
the boys a treat in your local hall? 
After the meeting invite the farmers 
to make a tour of your plant. ‘This 
plan can be made an annual affair and 
the business that it will build, judg- 
ing from the reports of many dealers 
who have adopted the idea, will repay 
the cost many times over in additional 
business. 


More Flour Dough 


If you have occasion to deliver a 
load of feed to a farmer, why not toss 
a couple of sacks of flour on the load 
and instruct your driver to solicit the 
housewife? A New York dealer has 
adopted this plan and his flour sales 
volume has grown by leaps and boun.... 


Cash for Ideas 


AVE you ever used a_ suc- 
cessful idea that boosted your 
feed sales—helped you to col- 

lect those long past-due accounts 
or saved you time and labor in 
the management of your feed 
store?. Then you have a chance 
to earn $3.00 in cash Just sit 
down for a minute, take a pencil 
and a piece of paper, explain the 
idea briefly and tell what it did 
for you. If it appears on this 
page, The Feed Bag will send 
you a check for $3.00. 


Corn Contest 


If you do busiaess in a_ territory 
which grows corn you have an oppor- 
tunity to develop additional business by 
conducting a contest to determine which 
of your customers has the best ten ears. 
Two partners who operate a feed store 
in Illinois have tried this stunt with 
success. Generous prizes in merchan- 
dise are offered to the winners and the 
entries are exhibited in the display win- 
dows with the name and address of 
the contestants. The local newspaper 
publishes the names of the winners. 
thus giving a great deal of free pub- 
licity to the business. 


Allied Mills Dealers Hold 
Merchandising Pow Wow 


ORE than 120 Allied Mills deal- 
ers gathered at Madison, Wis., 
October 27, to study the prob- 
lems of their businesses under 

the direction of members of the Chi- 
cago company’s staff. ; 

The entire morning was devoted tc 
a play in many acts wherein A. G. 
(Chick) Philips acted as a feed dealer, 
Walter Krueck as an Allied Mills sales- 
man and John Richardson as county 
agent, vocational instructor and hatch- 
eryman. Many merchandising 
ideas were presented as the play un- 
folded and, much to the delight of the 
audience, Philips and Krueck’ had a 
lot of fun kidding each other about 
their comparative popularity as educa- 
tional speakers and the Richardsons 
ran the town. 

Closing the morning session, Mr. 
Krueck whetted all appetites with the 
discussion of his firm’s new pancake 
flour which includes soy bean flour. 
This flour makes pancakes which are 
so easily digested, according to Mr. 
Krueck, that big-eyed growing boys and 
dispeptic invalids can now eat all they 
want without danger. Luncheon which 
followed turned out to be a gala affair 
with paper hats, music, balloons and 
songs which included a solo in German 
by the versatile Professor Krueck. 

G. H. Valentine, of the K. & A. Seed 
Co., Allied Mills subsidiary, opened the 
afternoon session with an explanation 
of the Wayne seed merchandising plan. 
He was followed by Peter Turner, gen- 
eral sales manager of Allied Mills, who 
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delivered an address on “Cash and Cred- 
its.” 

The time to worry about credit, ac- 
cording to Mr. Turner, is before you 
extend it, then you won't have to worry 
afterward. He urged the dealers to 
adopt a strict cash and credit plan and 
never deviate from it, suggesting that 
all who are given credit be made to pay 
a premium of $2.00 per ton. Never 
extend credit, he warned, for longer 
than 30 days with a possible 10 day 
period of grace. 

Later on in the afternoon Mr. Turner 
delivered another address on the present 
necessity of diversification or taking on 
new lines to merchandise in order to 
make money in the feed business. Other 
speakers were Mr. Krueck who: dis- 
cussed poultry feecs and feeding prob- 
lems and Mr. Phiiips who closed the 
meeting with an inspiring address on 
today’s opportunities. 

The meeting was in general charge oi 
Fred Spurgeon, Madison, district sales 
manager, assisted by the following sales- 
men who operate in his territory: 
Charles Wagner, Waukesha, Wis.: R. 
J. Jeffries, Elgin, Ill; Severt Jensen, 
Beloit, Wis., and A. H. Roffers, Tomah, 
Wis. 

The meeting at Madison was similar 
to many others which Allied Mills has 
or will put on in key cities throughout 
the territory in which it operates. Gus 
Holland, advertising manager of Allied 
Mills, and spark plug of these meetings. 
however, was not present at Madison 
because of iliness. 
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MRS. J. E. DAVIS, Amery, W1s., 
died suddenly on October 28. The sym- 
pathy of his many friends in the feed 
trade is, therefore, extended to the hus- 
band, Edson Davis, who is vice presi- 
dent of the Northern Supply Co., and 


vice president of 
Feed association. 


the Central Retail 


GOING UF 

Steadily rising prices for milk, butter- 
fat, eggs, veal calves and chickens car- 
ried the level of farm prices in Wiscon- 
sin to the highest point since last 
March, the crop reporting service of 
the state and United States departments 
of agriculture announces. The Septem- 
ber level was fully 13 per cent higher 
than the June low point. Wisconsin 
milk prices for September averaged 89 
cents per hundred while eggs averaged 
16.2 cents a dozen. 


Control Officials See Need 
For Vitamin Regulation 


ORE stringent regulations 
M governing the vitamin content 

of feeds and greater uniform- 

ity among states in the en- 
forcement of feed laws were advocated 
by the Association of American Feed 
Control Officials at the annual conven- 
tion held at the Raleigh hotel, Washing- 
ton, D. C., November 3 and 4. 

H. R. Kraybill, Lafayette, Ind., pres- 
ident of the association, in his open- 
ing address, paid tribute to members of 
the feed industry for their cooperation 
and counsel. 


“I believe that the promotion of more 


Vitality Feeds 


A Complete 
Line of 


FINEST QUALITY 


Made Right Priced Right .° 


If not sold in your town write for 
our agency proposition. 


BOARD OF TRADE BLDG. 
CHICAGO 
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uniformity in rules and regulations is 
one of the most important problems 
of our association today,” he said. “May 
I suggest that this problem be given 
renewed consideration by our organiza- 
tion.” 


He also pointed out the need of more 
stringent regulation in regard to the 
vitamin content of feeds. 


“At least six different vitamins are 
now known,” he declared, “and there 
is evidence that others may be discov- 
ered in the near future. The proper 
labeling and testing of products for 
which vitamin potency is claimed pre- 
sents many problems that are not easily 
solved. To label a product as rich in 
vitamins or to include the word vitamin 
in the brand name when the product is 
rich in only some of the necessary vi- 
tamins is misleading. This ermphasizes 
the necessity of developing suitable 
methods for determining the vitamin 
content of feedingstuffs.” 


H. A. Abbott, president, American 
Feed Manufacturers association, Chi- 
cago, who addressed the gathering also 
stressed the need of uniformity in feed 
laws and complimented the control of- 
ficials for the harmony which they have 
maintained between their departments 
and the feed industry. He explained 
that the industry was passing through 
a trying period but had every confid- 
ence of emerging successfully. 

H. A. Halvorson, St. Paul, Minn., 
discussed batch mixing and pointed out 
the need of contro! laws for this rapid- 
ly growing movement His talk is pub- 
lished elsewhere in. this issue of The 
Feed Bag. 


The executive phases of feed control 
work were discussed by Kenneth F. 
Fee, Albany, N. Y.. and data on the 
manufacture and use of pellet feeds was 
read from a paper prepared by S. 
Howes, Inc., Silver Creek, N. Y. 

The second day's session of the con- 
vention was exclusively for control of- 
ficials and a variety of technical sub- 
jects were discussed in 15-minute talks 
by the members. Election of officers 
concluded the meeting. 


INDIANA 


Cambridge Feed Mills, Inc., Cam- 
bridge City, has been incorporated to 
deal in feed, grain and coal. Organiz- 
ers are Don Smith, Lotta Smith and 
Verna A. Smith. 

A. E. Shrode, proprietor, Bluff City 
Flour & Feed Mill, Rockport, has sold 
his business to the Edwardsport Grain 
Co., Edwardsport. 

Wert Warrens, Red Key, has in- 
stalled a new hammermill in his feed 
plant.: 

Charles Hayes and his sons, Herman 
and Charles, Jr.. Oakland City, have 
opened a new feed store. 

Joseph Schuppert, De Pauw, has 
purchased the O. I. Hosmer mill, Lea- 
venworth. 

O’Brien Milling Co., Greenville, re- 
cently donated a complete floodlight 
system to the Greenville high school 
for its athletic field. 
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Analyze Wants of Customers 


Improve 


(Continued from Page Nineteen) 
if you do not carry them in stock. No 
matter how good the dealer’s mixtures 
may be there will always be a demand 
for the commercial product and it’s up 
to you to fill this demand. From the 
dealer’s standpoint, too, there is always 
a great lot he can learn from the com- 
mercial feed manufacturers. These man- 
ufacturers employ expert merchandising 
counsel and the help they give you 
towards pushing their own lines can’t 
fail to have its good effect on your 
entire business. Not to handle a well- 
advertised commercial brand in addition 
to your own mixed feed is a great mis- 
take. 
Train Your Employees 


We mentioned before that today’s 
customer expects you to have well-post- 
ed employees and as this is a matter 
of proportionately more importance to 
the dealer than the customer we are 
going back to this point. Unless you 
always serve all your customers per- 
sonally, and this could hardly be prob- 
able, you must spend a lot of time train- 
ing your helpers. They must know 
feeds, feeding, nutrition and courtesy, 
just as you do, and they should also 
be trained in suggestive selling. 

The Wichita Chamber of Commerce 
recently conducted an interesting exper- 
iment. Ten men were given $10.00 
each with instructions to make a trifling 
purchase of less than 50 cents at some 
Wichita store and then if the clerk of- 
fered to sell them anything else they 
were to buy it, regardless of what it 
was, and keep buying as long as their 
money lasted and the clerk continued 
to suggest another purchase. When the 
ten men had all returned, they brought 
back a total of $94.60 of the $100 with 
which they started. The ten clerks 
were order-takers rather than salesmen 
and the proprietors of these ten stores 
were losing money through lack of sug- 
gestive selling just as you are also like- 
ly losing business in your feed store 
today. 

Today’s customer, and this is the 
last point we will emphasize, wants his 
feed dealer to advertise. He doesn’t 
want you to just advertise price. He 
is looking for price—yes—but price will 
not sell him alone. He is looking for 
news—new ways to help him produce 
his products more cheaply, news that 
will help him meet his steadily declin- 
ing income and budget. If you have 
never advertised—this is the time to 
start. If you are now advertising— 
this is no time to cut it out. If you 
are not satisfied with your advertising 
—perhaps the type you are doing is 
not suited to your needs. No one driv- 
ing a car would think of giving it less 
gag on a hill. You can watch your ex- 
penses but don’t dismiss the best and 


Yourself 


most efficient sales tonic that’s avail- 
able. 


Don’t advertise because your com- 
petitor does, just to keep your name 
before the public, because you are 
proud of your company and its pro- 
ducts, because of custom or because 
you have a good margin in some item 
and “can afford to”. You can’t afford 
not to advertise because you don’t 
know and can’t know just who all your 
prospects are or just where to find 
them. A careful check will astound 
you even if you’ve been in business 
for 50 years and “know everybody”. 
The average dealer loses 20 per cent 
of his customers each year through 
deaths, removals, dissatisfaction and the 


rising generation which changes buying 
habits. Advertise to keep down this 
percentage and to add the new custom- 
ers you must have to make up for 
losses to say nothing of increasing your 
business each year. Give your custom- 
ers and prospects something to read 
in your advertisements, whether signs, 
newspaper space or direct mail, and 
they'll respond. 

Today’s customer, we have now 
pointed out, wants value which means 
quality at a fair price and service which 
requires that the feed dealer and his 
employees know feeds and_ feeding 
thoroughly enough to give authorita- 
tive advice, the handling of complete 
and varied stocks including a line of ad- 
vertised commercial mixed feed and in- 
formative advertising. Simply stated, 
these wants do not seem difficult to 
satisfy and the feed dealer who is will- 
ing to work hard, to study, to learn 
and to serve will not find them so. 


Feed Council’s Plan Helps 
Farmer Save Money 


W. E. Suits 


ARMERS have saved hundreds of 
Fk thousands of dollars on their feed 

bills because of better business 

practices adopted by tlie feed in- 
dustry since organization of the Na- 
tional Feed Merchandising council, ac- 
cording to W. E. Suits, council chair- 
man and vice president of the Quaker 
Oats Co., Chicago. 

The plan, as the better business rules 
of the council are called, provides that 
no sales be made for shipment beyond 
60 days from date of sale, no exten- 
sion be made in date of shipment ex- 
cept for a period not to exceed 60 days 
and then only provided a_ carrying 
charge of 25 cents per ton for each 
15 day period or fraction thereof is 
made and paid, no sale to be made 
with price guaranteed against market 
declines, no sale to be repriced or re- 
written and no sale to be canceled un- 
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less buyer. pays market loss if any. 

“In the days before the adoption of 
the plan,” said Mr. Suits, “the larger 
feed manufacturers two or three times 
a year would start a booking campaign 
for long-term future delivery. Several 
thousand aggressive feed salesmen 
would canvass the feed dealers of the 
country and a large number of feeders 
and create a wave of feed speculation. 
Simultaneously the manufacturers would 
cover their sales running up into hun- 
dreds of thousands of tons of materials 
and advance the market sharply with- 
out any basic change in the situation. 

“The natural result of higher prices 
is to decrease consumption. The feed- 
ers turned to home-grown materials and 
simpler mixtures. Automatically this 
caused the prices of the mixed feeds 
and ingredients to decline with result- 
ing losses to buyers whether they were 
manufacturers, dealers or consumers. 

“In order to maintain and rebuild the 
mixed feed industry, it is necessary: that 
every possible effort should be made to 
keep the cost of mixed feed down to 
the lowest point so that it can com- 
pete with home-grown products and 
locally-mixed materials; likewise to per- 
mit the production of dairy, poultry 
and meat products at least expense. Not 
only must the manufacturers supply 
high producing feeds incorporating the 
latest scientific principles of feeds and 
feeding but most emphatically these 
feeds must be supplied at prices which 
will enable the feeders to find them 
more profitable to use, more produc- 
tive and less expensive per pound of 
milk, butter, meat and eggs produced 
than home-mixed feeds.” 

The National Feed Merchandising 
council was organized immediately fol- 
lowing the 1930 convention of the 
American Feed Manufacturers associa- 
tion and its membership embraces prac- 
tically all the larger feed manufacturers 
of the country, the leading feed dealer 
associations, many individual dealers 
and thousands of organized farmers. 
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W. H. EASTMAN, Wm. O. Good- 
rich Co., Milwaukee, has been devoting 
a lot of time recently to the work of 
getting business back on a more stable 
and. prosperous basis. This work start- 
ed at the suggestion of President Hoo- 
ver made at a conference of business 
leaders in Washington and is being 
carried on by a voluntary organization 
of major executives in all sections of 
the country. 


E. D. JOHNSON, proprietor of the 
Farmers’ feed store, Dunkirk, Ind., is 
erecting a new office building near the 
site of his present establishment. 


PAUL HARDY purchased the King 
feed mill, Mt. Carmel, Ill, and opened 
for business October 17. 


Reduced Farm 


Income Makes 


Batch Mixing Flourish 


(Continued from Page Ten) 
petition. If feeds can be sold indis- 
criminately under the’ conditions which 
are herein discribed, where is the pro- 
tection for either the consumer or the 
honest manufacturer? 

“Besides making our feed laws par- 
tially inoperative, the practice of local 
batch mixing has the effect of decreas- 
ing the revenue of the feed control de- 
partment when there has been no real 
decrease in the total tonnage sold in 
the state. For example, suppose a ton 
of mixed feed consisting of ground oats, 
ground corn, wheat middlings and tank- 


The RIGHT Way 
-and the WRONG Way 
to Use PRICE as a Sales Builder- 


O sane business man doubts the importance of Price in 

making sales today. But price selling alone—too much 

price talk and not enough quality—leads to the danger of 
building business on a shaky foundation. 


Merchants in many lines of business are aware, today, of too 
much emphasis on low price. They know—from bitter ex- 
perience—that the public often distrusts merchandise—and 
many times, a product of real merit—when it is sold on a 


price basis. 


Price is important—always— but, as Wayne dealers know, 
price is the Jast thing to sell—the closing argument — in sel- 


ling Wayne Feeds of Quality. 


When quality is sold first— 


when profitable feeding is made the primary reason for buying 
Wayne—then low Wayne prices become a doubly strong factor! 


Price selling is never safe from competition. 


Unless you 


convince your feeders that they are buying, first of all, a 
quality feed they will place a value on it right in line with 
the price they pay. And later on when money flows more 
freely and the feeder switches to a ‘“‘better feed’’ the chances 
are that he will switch to your competitor. 


Sell Quality First when you sell feed. 
It is easy to do when you handle Wayne 
—backed by records of real results. 
You can’t buy better feeds than Wayne 
—and Wayne Feeds of Quality sell at 
low prices. Our new merchandising 
Write 


plans are sure to interest you. 
today for full information. 


ALLIED MILLS, Inc. 


Executive Offices: 


Chicago 
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age was made under the old system of 
marketing feeds, the state inspection de- 
partment would receive the tax on the 
entire ton. If the same products were 
made by a local batch mixer, a ton- 
nage tax would be paid to the state only 
on the components of the mixture sub- 
ject to regulation, or on probably less 
than one-half of the ton. The reason 
for this is that the ingredients, ground 
corn and ground oats are exempted 
from the provisions of most of the feed 
laws. Similar losses of revenue would 
also occur in the case where mixed 
concentrates, supplemented by home 
grown grains, are used by batch mix- 
ers to make finished feeds for local pur- 
chasers. 


Long Distance Mixing 

“As has been mentioned before some 
states permit the sale of batch-mixed 
feeds without registration and labeling 
when the purchaser furnishes the for- 
mula and apparently empioys the local 
grinder to do the mixing for him. The 
situation is changed entirely, however, 
when batch mixing is carried on to such 
an extent that a farmer may telephone 
a local dealer to make up a batch of 
feeds for him, according to a specified 
formula, and this local dealer in turn 
transmits the order to his employer's 
main grinding plant which is 50 or 60 
miles away. 

“When procedures like that come to 
cur attention we express the opinion 
that it is not local batch mixing and 
that finished batch mixed feeds are en- 
titled to exemption from the law only 
under certain definite conditions. These 
conditions are that the farmer must ac- 
tually make a bonafide purchase of the 
ingredients of the mixture, and_ that 
he or his agent must see the ingred- 
ients before they are mixed. We have 
not been entirely successful in enforc- 
ing these requirements, prebably because 
they tend to curtail the freedom of ac- 
tion of the purchaser rather than the 
seller. -To strictly enforce such regu- 
lations would also necessitate the regis- 
tering of thousands of formulas, many 
of them covering only one sale of a 
few hundred pounds. 

“Effective remedies for the condi- 
tions just described are badly needed. 
Our present laws and rulings do not 
adequately provide control. I feel, how- 
ever, that among the members of this 
association there is sufficient experience 
and skill in these matters so that a sat- 
isfactory remedy will be forthcoming 
as soon as the problems kere presented 
have received careful consideration.” 


ALFALFA MEAL GAINS 

Alfalfa meal production in the United 
States during September totaled 18,734 
short tons, a 24 per cent increase over 
the previous month, according to rec- 
ords of the United States bureau of 
agricultural economics. This compares 
with 18,933 tons in September a year 
ago and 41,974 tons for the same month 
two years ago. Approximately 23,750 
tons of meal were in store at the mills 
on September 1 this year. Stocks at 
the close of the month were about 
28,500 tons. 
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Domestic Allotment 
Plan Opens 
Way for Political 
Racketeering 


HE domestic allotment plan 

l which proposes to place a tax 

on the manufacture, processin: 

and distribution of wheat, cot- 
ton and livestock for the benefit of the 
producers of these products is just an- 
other McNary-Haugen bill in disguise, 
opens the way to additional government 
interference in business, invites political 
trickery and is designed to rob Peter 
to pay Paul. 

This is the contention of Sydney An- 
derson, vice president, Allied Mills, Inc., 
Minneapolis, who spoke at the recent 
convention of the Grain & Feed Deal- 
ers National association, held at French 
Lick, Ind. 


Points Out Flaws 


In the first installment of his address 
which was published in the October is- 
sue of The Feed Bag, Mr. Anderson 
explained the allotment plan and out- 
lined its purposes. The balance of his 
talk was devoted to pointing out the 
fiaws in the proposed bill. 

“The McNary-Haugen bill was an in- 
direct subsidy,” he said. ‘The domes- 
tic allotment plan is a direct subsidy. It 
creates no new wealth and no new pur- 
chasing power. It opens no new mar- 
kets; it promotes no new consumption 
or use. It simply accomplishes a trans- 
fer of purchasing power from consumers 
to agricultural producers. This trans- 
fer of purchasing power from industrial 
wage earners to agricultural producers 
by the taxation route is only robbing 
Peter to pay Paul. 

Mr. Anderson further points out that 
the allotment plan discriminates be- 
tween farmers because it creates priv- 
ileged classes who receive “tariff bene- 
fits” on wheat, cotton and _ livestock 
which are specified in the bill and de- 
nies the same privileges to farmers who 
produce corn, oats, barley, dairy pro- 
ducts, etc. It further aliows, he adds, 
that 60 per cent of the farmers of the 
United States have the right to vote 
a tax on 120,000,000 consumers. 


Costly Experiment 

The enormous cost of putting the 
allotment plan into operation is be- 
wailed by Mr. Anderson. 

“It is inconceivable,” he said, “that 
the federal farm board which will ad- 
minister the plan, will pay out hun- 
dreds of millions of dollars in so-called 
tariff benefits on the basis of allotments 
made by voluntary county committees 
and certificates of performance of allot- 
ment contracts by individual producers 
issued by county allotment committees 
without independent investigation and 
immediate direction of these commit- 
tees sufficient to assure the farm board 
that the allotments have been properly 
end legally made, that the contracts 
have actually been completed and that 


the payments are finally made to all 
farmers entitled to receive them. It 
will require an enormous bureaucracy 
and an army of inspectors, auditors, 
checkers and enforcement agents to per- 
form the necessary details. The mak- 
ing and awarding of allotments opens 
the path for all sorts of political trick- 
ery. The opportunities for fraud, dis- 
satisfaction, discrimination, injunctions 
and litigation are limitless. 

“Tariff duties,’ Mr. Anderson con- 
tinued, “are really legislative barriers 
designed partially cr wholly to exclude 
imports and provide revenue for the 
government. They have no value what- 
ever as measures for the equalization 
of income between agricultural and in- 
dustrial wage earners. The prices of 
agricultural commodities vary through 
wide ranges from day to day, month 
to month, and year to year. If the 
principle of making the tariff effective 
is sound at all, it is equally sound 
when prices are high as when prices 
are low. If the tariff is made effective 
by special legislation when wheat is 48 
cents a bushel, cotton 6 cents a pound 
and hogs $3.50 a hundred, is it justi- 
fiable to exploit the consuming public 
by the amount of the tariff for the ben- 
efit of certain classes of farmers, as 
proposed in the domestic allotment 
plan, when wheat js $2.50 a bushel, cot- 
ton 20 cents a pound and hogs $12.00 
a hundred?” 


Encourages Substitutes 

If the allotment plan is put into et- 
fect the use of substitutes and com- 
petitive products to which the tax does 
not apply will be encouraged and con- 
sumption on which the tax is imposed 
will be discouraged, Mr. Anderson fur- 
ther argues. He also pcints out that 
it is not clear whether the tariff ad- 
justment rights created under the bill 
are personal rights attaching to the 
person of the ‘farmer or real property 
rights attaching to the land. The con- 
stitutionality of the scheme and the 
legality of many of its features-are very 
much in doubt. The natural adjust- 
ment between the production of indus- 
trial and agricultural products and con- 
sumption should be left to natural 
trends which have worked in the past, 
Mr. Anderson maintains. 


“The balance between agriculture and 
industry for the past 100 years,” he 
said, “has been maintained largely by 
farmers leaving the farms and engaging 
in gainful occupations in trade and in- 
dustry. Thereby they become consum- 
ers in agricultural products instead of 
producers of such products. If agri- 
culture is producing more than it can 
sell at a fair price, substantially equal 
to returns obtained from similar em- 
ployment of capital and labor in indus- 
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Sydnzy Anderson 


try, one or more of the following meas- 
ures seems to be indicated. 

“First: Reducing production to an 
amount which can be purchased and 
consumed at a profitable price. 

“Second: Expanding foreign markets. 

“Third: Increasing industrial purch- 
asing power through increased wages 
and incomes. 

“Fourth: Continuance of the trend 
from the farm into industrial employ- 
ment, thus decreasing the number of 
producers and increasing the number of 
consumers of agricultural products. 

Let Well Enough Alone 


“These means have been employed in 
the past and have served in general to 
maintain a balance between agriculture 
and industry. They involve general ad- 
justments in both organization and in- 
dustry. They are sometimes slow but 
they work. They leave the door open 
to individual opportunity and enterprise. 
They permit and encourage economic 
adjustments in consequence of free play 
of economic laws and forees. They in- 
volve no government interference, direc- 
tion or control of private enterprise. 
Interference with these natural forces 
through government control of prices by 
attempts to equalize conditions by rob- 
bing Peter to pay Paul only serves to 
hold out false hopes and to retard the 
normal forces which regularly move 
towards recovery.” 


PALMYRA LUMBER & FUEL 
Co., Palmyra, Wis., suffered a loss of 
$25,000 when fire destroved the ware- 
house and feed mill, October 25. 


PARK & POLLARD CO., Boston. 
has been appointed a distributor of 
Perfection condensed buttermilk manu- 
factured by James E. Kehoe, Inc., Chi- 
cago. 


NEW POULTRY BOOK 
Kasco Mills, Inc., Waverly, N. Y., has 
issued a new edition of its poultry book 
which contains information on the feed- 
ing, care and management of hens and 
chicks. Copies will be distributed free 
on request to dealers. 


Page Twenty-five 


—  - : 
— 
i 
5 
P| 
4 
4 
zt 
‘ 
i 
ye 
‘i 
at ‘ 
' 
Sid 
5 
; 
* 
| 
4 
‘ 
| 
j 
‘ 
‘ 
4 


Froedtert Plant Noted 
For Its Gardens 


One of Milwaukee’s most beautiful 
gardens, rivaling those of the finest gold 
coast homes, is located on the grounds 
of the office and plant of the Froedtert 
Grain & Malting Co. They were vis- 
ited by hundreds of persons this year 
and praised in newspapers and maga- 
zines because of their own merit and 
their seemingly strange industrial back- 
ground. 

The gardens are a hobby of Kurtis 
R. Froedtert, president of the firm, who 
believes all business homes, including 
the warehouses and mills of feed deal- 
ers, should have beautiful surroundings. 
Factory gardens, according to Mr. 
Froedtert, improve the mental attitude 
of all working in the business and all 
who come to do business with you. 
They are a civic asset and an adver- 
tisement for your firm that is both dis- 
tinctive and inexpensive. 

The Feed Bag would like to receive 
for publication pictures of retail feed 
plants showing neat lawns, gardens, etc. 
If enough entries are received, we'll 
have a prize for the best layout and 
Mr. Froedtert will be the judge. 


Engravings 
Courtesy of 
Club Life 
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Adjust Your 


Credit Plans 


To Meet Modern Needs 


(Continued from Page Thirteen) 


ask him to fill out a credit application, 
one of those all-embracing forms which 
he can hardly fill out without exposing 
any skeletons there might be in the 
family closet and losing considerable 
of his self-respect. These are standard 
forms obtainable from any _ credit 
agency and you are justified in using 
them. Your bank, your board of direc- 
tors, your stockholders, your partner, 
or anyone you wish to pass the buck 
to, can require it of you. The chances 
are ten to one the applicant will fail 
to fill out the application and will not 
renew his request for credit. 


Collecting Old Accounts 


I think all of us are ready to admit 
our degree of guilt for the size and 
condition of our old accounts. The fact 
that they are not being paid and re- 
duced as they should be, or as we ex- 
pected they would be, is properly 
chargeable to the current business de- 
pression, the greatly reduced income 
of the farmers, and = smaller milk 
checks. The fact that the accounts are 
as large as they are is due, in most 
cases, to our own liberality in advanc- 
ing to our customers feed beyond their 
ability to produce income with it, or in 
iailing to demand and get from said 
customer the income he produced with 
that feed, up to an amount sufficient 
to pay for the feed. 


In approaching the collection prob- 
lem I think we should start from the 
basis—that every farmer has some in- 
come. It is a greatly reduced income, 
to be sure and he will tell you that he 
isn’t making ends meet. But neverthe- 
less, let us keep constantly in our minds 
the knowledge that there is some in- 
come coming into that household reg- 
er and we are entitled to a share 
oF it. 

Crops for Payment 

One of the best methods I have ob- 
served of reducing accounts is for the 
dealer to take in exchange any crops, 
produce, or other goods of value which 
the farmer may be able to part with. 
This should not necessarily depend on 
the farmer having a surplus. The deal- 
er may know that a debtor of his has 
threshed a thousand bushels of oats. 
He can approach him and say: “John, 
why not bring me in a couple of hun- 
dred bushels of those oats? I could 
use them nicely and it will help a 
whole lot on that account of yours.” 
Pressure can be brought to bear, if 
necessary, in an indirect manner that 
will not give offense. It is a poor sea- 
son when the farmer hasn’t something 
of value he can give to or share with 
the dealer. 

A second method is to get an as- 
signment of a portion of the milk 
check, or of a portion of the returns 
to be realized from cash crops such as 
peas being raised for the local can- 
nery, cabbage for the neighborhood 
kraut factory or potatoes or any other 
crop or product. The debtor will tell 
you that he intends to pay you from 
one of these sources and, by telling 
him that the bank is calling for a 
statement—is threatening to call your 


loans because of your leniency to your 
accounts—is demanding evidence of the 
debtor’s intention to pay—you can pre- 
vail upon the debtor to make the as- 
signment. ‘George, you are going to 
give me $20.00 out of that milk check 
every month anyway or $100.00 when 
you get your money from the cannery 
for those peas so why not give me this 
assignment, now?” you can tell your 
debtor. 
Notes Help Collections 

A third method is to take a note, or 
a series of installment notes, for the 
debt. I do not recommend this meth- 
od, as it appears to have both advan- 
tages and disadvantages. I merely 
bring it forth for discussion and for 
consideration of those who may not 
already have thought of this method 
and who may have instances where 
they believe it could be used to ad- 
vantage. There are these arguments 
in favor of a note: 

(1) It establishes the debt and the 
amount of the debt, facilitating proof 
in the event suit might later be neces- 
sary. 

(2) It is possible that the debtor 
may regard a note and any promises 
of payment he may make in connection 
with the note, as a more solemn obli- 
gation than he would an_ ordinary 
“open account” debt. 

(3) A note is more readily trans- 
ferred and realized upon. 

(4) The debt is transferred to an 


interest-bearing basis. 

On the other side, and a_ possible 
disadvantage of a note is that the cus- 
tomer, having signed it, may feel that 
he is relieved of the obligation until 
the note is due and may exert no effort 
in the meantime to reduce it. Further, 
in the event the note or notes are not 
paid when due we are faced with the 
necessity of proceeding for judgment 
or of constantly renewing the notes. 

Another very valuable instrument in 
making collections is the telephone and 
a cleverly directed telephone campaign 
can bring in many fives and tens or 
larger amounts, according to the size 
of the accounts. 

The efficiency of our monthly state- 
ments can be greatly increased by 
adding a personal message in pen and 
ink in the body of the statement and 
signing our own name or initials, rath- 
er than the name of the business, to it. 
Such messages as: “Henry, could use 
this money nicely; would appreciate 
check at this time” or “have several 
cars of feed coming in next week and 
will have to scrape up some money to 
pay for them” or “would appreciate a 
little help against this bill”, carry an 
intimate personal message from you 
and serve the purpose of a separate 
collection letter without the impression 
of “dunning”. 

Collection Agencies 


When other methods of collection 
fail we still have recourse to collec- 
tion agencies and attorneys. As loss 
of the customer's good will and patron- 
age may be expected these methods 
are only resorted to when you have be- 
come convinced the bill cannot be col- 
lected amicably. 


McIntyre Urges Non-Members 
To Join Federation 


N appeal for funds to expand the 

work of the Eastern Federation 

of Feed Merchants has been made 
by Fred M. McIntyre, Potsdam, N. Y., 
president. In a letter to the members 
he explained the accomplishments of the 
past year and requested them to sign 
up all of the non-member merchants in 
their section before the end of Septem- 
ber. Contributions from the members 
would be accepted, he intimated. 

It was to the merchants who are not 
members that he directed his strongest 
appeal, however. The following activ- 
ities were outlined: 

1—Concentrated efforts to stop gov- 
ernment subsidies to private business. 

2—Abolition of the federal farm 
board. 

3—Reduction of taxes through gov- 
ernment economies. 

4—Concentrated opposition to class 
legislation. 

5—Prevention of federal, state and 
county officials and employees from ad- 
vocating and fostering the business of 
any particular company, organization or 
individual. 

6—Attendance at all hearings and in- 
vestigations sponsoring harmful legisla- 
tion. 

Summary—We are endeavoring to 
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aid the farmer, who is our patron, and 
protect him from schemes detrimental 
to his interests; to reduce all taxes and 
prevent government competition and in- 
terference with private business. 

“We have worked unceasingly for the 
whole trade,” said Mr. McIntyre. 
“Those who are not members benefit 
as much as those who finance our ac- 
tivities through their membership fees 
and other generous contributions. We 
believe they should now join our orga- 
nization so that we have adequate funds 
and present a united front. Right now 
numbers will count more than anything 
we can do. We must make sure that 
nominees for office declare themselves 
unequivocally on matters that affect the 
farmers and our trade. The larger our 
membership the more impressive will be 
our negotiations with public officials.” 


THE CHEBOYGAN FLOUR CO 
mill, Cheboygan, Mich., was recently 
destroyed by fire of incendiary origin 
with a loss of $100,000. The man res- 
ponsible for the blaze was sentenced to 
serve a prison term of 10 to 20 years. 


FRANK JOHNSON, Darien, Wis.. 
well-known feed dealer, died recently 
following a brief illness. 
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<3] ‘‘All your needs in grain and feeds’’ fe 


BUFFALO, N. Y 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE 


FEED JOBBERS 


Also Representing: 


J. C. HUBINGER BROS. CO., Keokuk, Ta. Gluten Feed 
FAIRMONT CREAMER 0., Dried Buttermilk 
JOHN F. CRAIG & COMPANY. Blackstrap Molasses 
MUTUAL RENDERING COMPANY, Philadelphia.................... Meat Scrap 


BRANCH OFFICE 
MIDDLETOWN, N. Y. 


feed 


— WHEAT 
MIXED FEED 


—Wheat Low Grade Flour, Red Dog. 
Middlings, Bran, Screenings 
not exceeding mill run 


ST. PAUL, MINN. 


fice 315 Corn Exchange 
NNEAPOLIS, MINN. y 


g 


CAPITAL FLOUR MILLS, 


MINNEAPOLIS, MINN. 


Queen Wheat Feed 
Cherokee Middlings 
Mid-Dog Middlings 


ee Your trade will appreciate 
these quality feeds, and in- 
crease your volume of busi- 
ness which means increased 
number of customers and 
larger profits «. These quality 
feeds are manufactured in our 
own mills. 


Inc. 


SAVE 


By Feeding 


TEC-CHAR 


| THE HIGHEST QUALITY POULTRY CHARCOAL ON THE MARKET 
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Something Y cu H ave 
Always Wanted! 


| Tennessee Eastman Corporation 


@A booklet on How, Why and When 
to Feed Charcoal to Poultry is just 
off the press. 


copy. 


Be sure to get your | 


@An attractive pocket manual which | 
shows how to make money raising | 
poultry at present market prices. 


Print your name and address 
plainly on a postcard and ask for | 


“SAVE by feeding TEC-CHAR.” | 


KINGSPORT, TENN. 
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MICHIGAN 

Ed Sellers, Onekama, has opened a 
new feed mill and coal yard. 

Dan Willis has taken over the feed 
business of Belden & Co., Eaton Rapids. 

More than $1,000 worth of alfalfa 
seed which was stolen from the Vaughn 
Seed Co. elevator, Ovid, was discovered 
when fire levelled a straw stack in a 
lonely marsh where the thieves had 
hidden the loot. The seed was made 
worthless by the blaze. 

Bangor Fruit Growers Exchange 
plant, Bangor, was destroyed by fire, 
October 17. 

Columbus Elevator Co., Columbus, 
recently suffered a severe loss when fire 
destroyed its elevator warehouse and 
contents. Matthew Burke, his son, 
James, and John O’Donnel were the 
owners of the property. 

Snover Grain Co., Snover, has affili- 
ated with the Michigan Bean Co., Sag- 
inaw. 

Neal Norman, Oakley, formerly asso- 
ciated with the Christian Breisch Co., 
has organized a new business and will 
operate under the name Oakley Bean & 
Grain Co. 

Yuill Bros., Vanderbilt, recently lost 
their buildings and stock in a fire said 
to be of incendiary origin. 

W. P. Huntoon, Pontiac, flour and 
feed dealer for the past 25 years, died 
recently of heart disease. 

Emmett Stanley, Breedsville, has sold 
his feed business to Frank Farley. 

John Zolkowski, Traverse City. will 
rebuild his plant at Greilickville, which 
was recently destroyed by fire. 

Cortwright Milling Co., Homer, has 
remodeled its plant and installed new 
machinery. 


NICOLLET 
“HOTEL 


as the Gateway 
MINNEAPOLIW 


When in MIN NEAPOLIS 
why not gratify that long felt 
want of an atmosphere of 
friendliness, comfort and re- 
laxation by staying at the 
NEW NICOLLET. ; 


Six hundred rooms complete 
in every detail at exception- 
ally reasonable rates. 
ful beds. 


Moderately priced Restau- 
e tant and Coffee Shop. 


‘Three blocks from both 


4 
} 
CAPITAL 
| 
4 ] HOME OF WCCO STUDIOS | 
| / 3 
=A | | 
§ ‘| Bae | | 
i B. CLARK, Manager. 


Wreckage Lies in Wake 
Of Farm Board 


(Continued from Page Seventeen) 


pluses, destroying our foreign markets 
and driving the farmer nearer and near- 
er to a state of peasantry, we could no 
longer fail to lift our voices in pro- 
test, regardless of the reprisals of bu- 
reaucracy. 


This mad policy of the farm board 
of piling up and carrying over the sur- 
plus of one crop so it is held for sale 
in competition with the next crop, has 
depressed the price of each succeeding 
crop. In 1929 the wheat crop began to 
move into consumption on the basis 
of the Chicago price of $1.07 per bushel. 
During the marketing of that crop the 
farm board made effective its policy 
of buying and holding the surpluses. 
When the 1930 crop began moving it 
was on the basis of 93 cents. The 
board held on to its surplus, which 
constituted a market menace, and so 
the crop of 1931 began to move on the 
basis of 57 cents. Again the economic 
idiocy of this board eypressed itself in 
continued holding of a part of its sur- 
pluses. And the 1932 crop began to 
move on the basis of 50 cents. 

Each crop has started lower since 
the farm board began operating through 
the purchase of the wheat surplus in 
1929 and 1930. And the price of each 
crop ends lower than it started. 


Mr. Stone says that repeal of the 
agricultural marketing act would set ag- 
riculture back twenty years. 


“God speed the day,’ one farmer 


FROEDTERT GRAIN & M 


wrote to the board of trade. “Twenty 
years ago September wheat was about 
95 cents as against 53 cents at this 
present writing. Corn was nearly 70 
cents, against 34 cents, and oats, hogs, 
cattle, lard and other articles were pro- 
portionately higher.” 

Mr. Stone says the depression caused 
low wheat prices. Let us study this 
for a moment. In other depressions 
prices have been much higher because 
bread is always regarded as the best 
and cheapest food. In the terrible de- 
pression of 1873 the lowest July price 
was $1.141%4, for wheat. When ruin 
stalked the land in 1893, closing nearly 
500 banks, putting 169 railroads into 
distress and stopping the wheels of 
most industries. the lowest price of 
wheat in July was 6334. It looked as 
if the end had come in 1907 when pig 
iron dropped 50 per cent in a few 
months and there were endless busi- 
ness failures. But the lowest July 
wheat price was 89 cents. Fancy the 
rejoicing of farmers today at 89-cent 
wheat! The collapse of 1921 registered 
the lowest July wheat price at $1.18%, 
and in the following year of continued 
deflation, farmers were stunned at the 
low price of 

The facts must be faced. The farm 
board experiment smashed the price of 
wheat. And its continuance, regardless 
of amendments to the law, regardless 
of such fatal additions as the so-called 
equalization fee, debenture plan or do- 
mestic allotment, only prolotigs the 
catastrophe. 


OTTO EGGERT, Medford, Wis., is 


remodeling his feed store. 


ALTING CO. 


ILLINOIS 

Wakey Bros., Orion, have leased the 
buildings of the former Ekstadt Lum- 
ber Co., and will handle a complete line 
of feeds, coal and gasoline and oils. 

John Westfall, proprietor of the E. 
D. Adams grain and feed store, Effing- 
ham, was recently married to Miss 
Dorothy Kelsch. 

Earl Weaver, Princeville, has purch- 
ased the feed business owned by Harry 
Ward. 

Mr. and Mrs. Roy Gardner, Mason 
City, have turned over their creamery 
and feed business to their son-in-law 
and daughter, Mr. and Mrs. J. A. Sie- 
grist. 

Everett Maurer, Granville, has taken 
over the Granville flour and feed mill 
which has been idle for several years. 

Cc. C. Buckingham, Ramsey, is plan- 
ning to open a new feed store. 

Louis Rhein, 49, owner of the Rhein 
Feed Co., O’Fallon, died recently fol- 
lowing a lingering illness. 

Barton & Lemon Bros., Nebo, will 
rebuild their elevator which was des- 
troyed by fire. ; 

Elgin. Foods, Elgin, Ill, has been in- 
corporated to deal in flour and feed. 
Persons interested in the firm are A. 
M. Gaskill, J. Edgar Kelly and M. C. 
McKinnicott. 


W. J. AUGST, Grand Rapids, has 
been appointed to represent the Eagle 
Roller Mill Co.. New Ulm, Minn., in 
the Michigan territory. 


Cc. F. KNIGHT, Dalton, Wis., passed 
out cigars recently in celebration of the 
birth of a son. 


GRAIN and FEED 


MILWAUKEE 


MINNEAPOLIS 


THE FFED BAG—NOVEMBER, 1932 


Page, Twenty-nine 


it 
' 
| a 


yo rofit 

not only from the 
first sales, but also from 
repeat sales ... sell 


Armour’s Animal and 
Poultry Feeds! 


Armour’s Feeding Blood Meal 


An 80% Protein content extremely 
valuable in mixed feeds. 


Armour’s Special Steamed Bone 
Meal 


Guaranteed 65% B. P. of L. For 
mixture with other feed to build up 
bone structure. 


Armour’s Meat Meal 


Tankage 

An appetizing, highly digestible, 
economical feed. Not less than 60% 
Protein. 


Digester 


Armour’s Meat and Bone Scraps 


A balanced ration of 4 feeding 
value. Not less than 50% Protein. 


ARMOUR AND COMPANY 


Dept. C. 
Union Stock Yards Chicago, Il. 
Write or wire us for prices. 


Plants conveniently located to 
insure you prompt deliveries. 


MYLES 
LOUISIANA SALT 


**Nature’s Purest’’ 


Here is an economical 
salt, because its strength 
and purity make possible 
the use of iess Myles Salt 
than any other salt to do 
a given job. It contains 
no moisture when packed 
and is guaranteed not to 
harden. Farmers like 
Myles Salt because of its 
even-running grain and 
general all around use on 
the farm. 


Packed in MylesHome- 
spun Grey or White Bags. 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL. 
Telephone State 6276 
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Takes 30-Day Note for Feed 


If Farmers 


ANY feed merchants who 

would like to adopt a cash 

basis have refrained from do- 
ing so because they do not want to 
offend their customers who pay regular- 
ly once each month, usually when the 
milk check is received. A. C. Capron 
& Son, Boonville, N. Y., have solved 
this troublesome question. 

Nearly two years ago notices were 
posted by the firm that all feed would 
be sold for cash only. Then the old 
question of carrying the account until 
milk check date arose to upset the strict 
rule that had been made. A. C. Capron, 
senior member, quickly settled it. Every 
sale must be for cash or the customer 
must give his note payable when he 
receives his milk check, he ruled. After 
several months of experiment, Mr. Cap- 
ron and his son, James D. Capron, agree 
they should have adopted the plan years 
ego. 

When a purchase is made for which 
cash cannot be paid a note for the 
amount is prepared and a 2 per cent 
charge is added. This charge is made 
regardless of the duration of the note, 
hut in no case is a note allowed to ex- 
tend more than 30 days. Should a cus- 
tomer default when his note is due he 
cannot secure any feed except for cash 
until the note is fully paid. Then he 
can again purchase on note. 


ces. 
PURE CRUSHED 
OYSTER SHELL 
sense: 


q 


an 
| 
FLAKE 


Lack Cash 


The plan has eliminated bookkeeping 
-s no ledger accounts are maintained. 
Since the cash price of feeds were scaled 
down to make it attractive for the cus- 
tomers to buy on that basis it was 
necessary to add the 2 per cent when 
a note was signed. That amount more 
than pays for the trouble involved and 
encourages the customers to pay when 
they buy. 

And, surprising as it may sound, the 
plan is popular with the customers. 
They realize that they can secure re- 
duced rates on a cash basis yet can 
secure credit at a moderate cost if it 
is necessary. 

Notices posted conspicuously about 
the mill explain the plan as follows: 
WE SELL FOR CASH 

Because 

1. Our investment turns 
you get better prices. 

2. You pay no unnecessary credit 
cexpenses—interest on book accounts, 
credit losses, bookkeeping costs, and 
collection costs such as:—attorney fees, 
court costs, sheriff's fees and 
good will. 

3. You can buy credit cheaper at 
the bank where they specialize on credit. 

4. Cash attracts cash paying trade, 
which keeps down cost of doing busi- 
ness, so we can serve you more econo- 
nically. 


quicker 


loss of 


IT’S IN THE BAG! 


Every bag of Pitot BRanp carries in it real 
profit to poultrymen. 


And we’re telling the poultryman all about 


it in national advertising. 


What’s more, 


we’re using our advertising space to feature 
profit-making practices in the poultry in- 
dustry — earning new friends for Pitot 
BRAND and new customers for dealers. 


Let us quote you on a carload. Pitot BRAND 
prices are lower than ever before. 


OYSTER SHELL PRODUCTS CORPORATION 


New York 


PILOT 


St. Louis London, Eng. 


BRAND 


OYSTER SHELL FLAKE 
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Eureka 
Standardized Separator 


An efficient, up-to-the-minute 
machine, designed to produce 
closer separations and greater 
capacity. Includes all of the 
latest features—Buhler Drive, 
ball-bearing fan shaft, and 
Eureka worm: gear- driven 
Sieve cleaners. 


Write for Catalog FB 125 


S. HOWES INC. 
Silver Creek, N. Y. 


Make 2 


Come to Headquarters 
for the World’s Best Grinders—Mixers 
AMMER MILL: A size and style to every grindin 


requirement:12 H. P.to125 H.P., wit 
belt, V-belt and direct-connected drives. Manufactured by Bossert 
Corporation, the world’s largest hammer mill manufacturers. 
HANDY ANDY BATCH MIXER: 
© made. Two 
sizes: 1000 Ibs. and 2000 Ibs. capacity, with receiving hopper, at and 
MOLA level. 
SSES MIXER: Mixes cold molasses in any pre- 
© portion up to 50% without 
ing epi molasses. Three sizes with capacities up to 20,000 lbs. per 
our, depending ween sive and per- 


centage of molasses used 


“JAY BEE’ 


“JAY BEE” equipment 
before you buy. Sey. o product 
made with “JAY BEE,” capacity, 
# and low operating and upkeep 
costcan- 
not be 
equaled. 
Write 
today. 


J.B. SEDBERRY, Inc. 
61 Se — Utica, N. Y. 
J.B. Sedbe 

819 Exchange Chicago, Ill. 


“Sensible Plan” inn 
Provides 2 Ways 


to Make Profits 


Yes, sir... you can double pro- 
fits with the “Sensible Plan’ now 
being featured in national advertis- 
ing by Conkey. It gives dealers a 
larger profit average and at the 
same time gives the customers what 
they want. 


Here’s How-- 


1st. To those poultrymen who desire a high grade egg 
mash, supply Conkevs 20% Geeco Egg Mash with Y-O. This 
mash when fed with scratch grains, makes a complete ration 
which results in heavy egg production, yet keeps the birds in 
wonderful condition. It is the most economical mash for 
poultrymen who buy all their feed. 

2nd. To those poultrymen who home-mix or have home- 
grown grains. supply Conkeys 32% Supplement Poultry 
Mash with Y-O to balance their home-mixed rations or 
home-grown grains. By mixing this vitalized supplement mash 
with inexpensive rations, they maintain the vitality, health, fer- 
tility and productivity of their flocks at lowest possible cost. 


(Conkeys 32% 


Supplement Mash with Y-0O 


: Increases Feed Sales 
Vitalize All Your Feeds When you start customers using 
with Conkeys Y-O Conkeys 20% Gecco Egg Mash with 
Y-O or Conkeys 32% Supplement 
—Improves your feed Mash with Y-O you— 
—Gives selling advantage —increase your feed sales 
—Increases your profits 


—increase your profit mar- 
Just add to P tad poultry feed gin 
Conkeys Y-O — the nationally 


advertised pod feed vitali- supply a better producing 

zer—and tell your trade about 

it. Comes in handy powder —provide a completely bal- 

form—easy to mix with any anced ration 

feed. —insure a definite protein 
supply always 


—produce uniformly favorable 
results for your customers 


Conke - 32% Supplement Mash 
with Y-O is a concentrated ration in 
which Conkeys Y-O is already mixed. 
Y-O contains yeast and cod liver oil. 
It is rich in Vitamins A, B and D, 
which are sealed and held for a long 
time by the patented Conkey pro- 
cess. 

aad Conkeys 32% Supplement Mash 
with Y-O is supplied by Conkey in 
response to both trade and consumer 
demand. Many feed dealers are find- 
ing it just what they need to satisfy 
the price demands of their customers 
and at the same time increase ton- 
and profits—it’s the ‘‘Sensible 

an’’. 


THE G. E. CONKEY CO. 
6761 Broadway Cleveland, O. 
Mills: Cleveland, O.; O.; City, Nebr.; Dallas, Tex. 


Gentlemen: Tell us more about how Conkeys 32% 
Supplement Mash and Conkeys 20% Gecco Egg 
Mash will help us increase our feed sales and profits. 


Firm Name 
Address 
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MASH 

if 

Grinding and Mixing | 
Equipment That 
profits into Your Business a 
7 


CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


HAMMER MILL FOR SALE 
30 HP direct connected Jay Bee Hammer 
Mars-8 for sale. Used only a few hours per 
month over a period of three years. A practically 
new machine at a reasonable price. Address 
GEORGE J. NICHT, Auburn, N. Y 


MILL FOREMAN WANTED ; 

Mill f an wanted by feed mill making full 
Ohio—give details. | Write MK- 
111, c/o THE FEED BAG, 210 East Michigan 
street, Milwaukee, Wis. 


FEED MILL FOR SALE 
‘ust feed mill and warehouse for_sale. 
Maceo 4 good dairy section of Wisconsin. Write 
MARTIN LUMBER CO., Exeland, Wis. 


NEW FERTILIZER 
The Heil Co., Milwaukee, Wis., well- 
known industrial firm, has established 
a fertilizer division and has placed a new 
product, made chiefly of sheep refuse, 
upon the market. The refuse is gath- 
cred at the various sheep feeding points 
in Wisconsin and other localities, is run 
through a hammer mill and pulverized 
and is then dried in a dehydrating ma- 
chine manufactured by the firm. Weed 
seeds in the fertilizer are killed by ap- 
plication of a temperature of 1,400 de- 
grees Fahrenheit as the product passes 
through the drying machine. The com- 
pany has 1,200 tons of the product 
stored at its plant and is forming a 

nation-wide sales organization. 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


JOSEPH SCHUPPERT, Corydon 
junction, Ind., lost his flour and feed 
mill in a fire, October 19. Damage 
was estimated at $20,000. 


W. J. BEARD and Prof. Paul Riley, 
West Lafayette, Ind. have opened a 
new feed store and hatchery at Delphi, 
Ind. 


LOUIS FOSS, former manager of 
the Northern Supply Co. store, Cam- 
eron, Wis., has gone into business for 
himself in the feed mill formerly owned 
by the Carlson Cheese Co. of that city. 


ERWIN ZANDER, part owner of 
the Merrill flour and feed store, Merrill, 
Wis., was married recently to Miss 
Erna Saeger. 


JOHN DIPPOLD, 83, founder of the 
Dippold Bros. flour and feed elevator, 
Edwardsville, Ill, died at his home 
October 18. 


GET MY PRBICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 

502 Corn Exchange Bidg. 
MINNEAPOLIS, MINN. 
“Stand by Stan’’ 


GROUND Oat GROATS 


Low Fibre Content 
NORTH EAST FEED MILL CO. 


MINNEAPOLIS, MINN. 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mother’s Best Flour 


Established 1892 


FRANKE GRAIN CO. 


incorporated 


GRAIN AND FEED 
Milwaukee Wisconsin 


CEREAL 


GRADING CO. 
MINNEAPOLIS 
SPECIALIZE IN 
GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


Dried Skim Milk 
Dried Buttermilk 


STRAIGHT CARS—MIXED CARS 
LCL Lots (Spot Milwaukee) 


Write, Phone or Wire for Our 
Delivered Prices. 


WISCONSIN DAIRY PRODUCTS Co. 


Daly 6704 


342 N. Water St. Milwaukee, Wis. 


M. G. Rankin & Co. 


GRAIN AND FEED 
Tec-Char Charcoal 


Lump and Poultry Size 


Swift’s Digester Tankage and 


Meat Scraps 
Car Lots Ton Lots 


KEOKUK CORN GLUTEN Fee 


Chamber of Commerce Bldg. 
MILWAUKEE ... WISCONSIN 


Quality Does Count 


In tests completed at Madison—in which 
practically every Cod Liver Oil sold in the 
State was tested— 

NOPCO COD LIVER OIL used at a 
level of %% added to the basal ration 
showed better results (higher percentage of 
ash in Tibia) than any other oil used at a 
level of 1% added to the basal ration. 

Think of it—Nopco at 4% better than 
any other Oil at 1%. You can always de- 
oe upon Nopco—it is the best Cod Liver 

lon the market. Ask us for prices. 


FEED SUPPLIES, INC. 


506 Chamber of Commerce 
Milwaukee Wisconsin 


anit 


y Fair 
Flour 


Laboratory Tested. 
Made Right and Priced Right. 
Write for our prices in straight 
and mixed cars with bran, midd- 


lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


usiness 
expands with 


Printed messages 
They are profitable 


TKE ORTSCH 
BROS. Co. 

EstasiisHep 1894 
PRINTERS 
LITHOGRAPHERS 
BINDERS 


522 N. MILWAUKEE STREET 
Puone 


ILW 
Brospwar 1076 WISCONSIN 
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Dr. J. F. Muller Joins 
Nopco Chemical Staff 


Dr. Kk. T. Steik, head of the research 
department of the National Oil Pro- 
ducts Co., Harrison, N. J., announces 
the appointment of Dr. Julius F. Muller 
who will direct the activities of the 
firm’s bacteriological division, specializ- 
ing in the field of disinfectants and ger- 
micides. 

Dr. Muller gained much valuable ex- 
perience in chemical experiments and 
research work in his own farm labora- 
tory which he operated in Central New 
Jersey previous to joining the company. 
He obtained his B. S. and Ph. D. de- 
grees from Rutgers university, and has 
been affiliated with the New Jersey 


state experimental station and_ the 
Walker-Gordon Laboratories, Plains- 
bore, N. J. 


Announcement is also made by the 
farm feed division of the company of 
the transfer of R. E. Hill to the home 
efice from the Indiana and Illinois ter- 
ritory which he covered as salesman. 
He will devote his time to general 
rales and advertising work. 

Ralph Wechsler, treasurer and tech- 
nical director of the company, is now 
in Europe and will make his head- 
quarters at the firm's office in Ham- 
burg. Germany, during the next month, 
visiting France and England in the 
meantime. He is surveying the mar- 
kets for the raw materials produced 
by the concern and is directing the 


establishment of new outlets for 
“Vitex”, a concentrated vitamin D cod 
liver oil extract used for food and phar- 
maceutical products. The popularity of 
this product in Europe has necessitated 
the arranging of additional distribution 
facilities. 


MAX COHN, president, Sunset Feed 
& Grain Co., Buffalo, was presented 
with a gold medal at a banquet Octo- 
ber 11, in appreciation of his services 
as commander of the Boland post of 
the American Legion of his city. 


W. E. SLAUGHTER, Washburn 
Crosby Co., Inc., Buffalo, was married 
to Miss Louise Wright at Richmond, 
Va., October 15. 


Personal Attention 


Ship To 


Roy |. CAMPBELL 


Commission Merchant 


GRAIN and SEEDS 


Chamber 
of Commerce 


Milwaukee 
Wisconsin 


Dependable 


Western 


Alfalfa Meal 


for 


Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Milling, & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 


403 Merchants Exchange, 
St. Louis, Mo. 


Mixed Cars 


Quick Turnover 


3 
Advertised 
Products 


Marblehead “98” 


(Calcium Carbonate) 


Marblehead Lime Ration 


(For distribution by Dealers) 


Marblehead Lime Grit 
(For Poultry) 


‘ 


Send for 
Booklets 
Samples 
Mail Plan 


MARBLEHEAD LIME COMPANY 
CHICAGO 


UNIFORMITY 


is essential in feeds 


Maintain it with MAR- 
DEN’S Certified Cod 
Liver Oil, a pure, natural 
oil that supplies in Na- 
ture’s own proper balance, 
both ‘“‘A”’ and ‘‘D”’ vita- 
mins in their most health- 
ful, beneficial state. Test- 
ed and certified for uni- 
form vitamin potency. For 
years, the choice of lead- 
ing feed mixers for their 
finest feeds. 


Write for ‘‘Feed Facts’’ 
and low quantity prices. 


MARDEN'S 
Cod Liver Gil 
MARDEN- WILD Corp. 


512 Columbia St., - Somerville, Mass. 
212 East OhioSt., - Chicago, Ill. 


TRY OUR 


PECOS SPECIAL 


IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 
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RATION 
For 


Feed Grain 
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| 


THE RIEBS CO. 


tchell Buildin Phone Daly 


Good News! 


Pilot and Reef Brand 
Oyster Shells 


Reduced 


Now the Lowest Priced 
High Quality Shell 
On the Market 


per 


Ton 


Get Our Delivere rices 


Budde Feed & Grain Co. 


MILWAUKEE, WISCONSIN 
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MILL ROSE 
QUALITY FLOUR 


WITHOUT 

EXTRAVAGANCE 
A Spring Wheat Flour of 
First Quality—Suitable For . 
The Housewife or Baker. 


-- Quick Service 
on Mixed Cars of Flour, 
Dairy Feeds, Millfeeds 


Our Specialty. 


No Trouble to Quote Prices — Write Us 


Chicago's most interesting notel offers you 


unequalled luxury at low rates. In the heat O 
of Chicagos Rialto with its brilliant night life- 
close to stores, offices and railroad stations. 


— 


HOME OF THE COLLEGE INN 
| CHICAGO'S BRIGHTEST SPOT 


and Poultry Feeds — _ 


—— HOTEL 


A 
er, Is Scarr Forecast 


d Law of Average 


, Speaking 


>—Unusual 


This Year 


Start mixing CLO-TRATE 
in your poultry feeds NOW 


HETHER the weather man 

is right or wrong, all winter 
long poultry is almost entirely de- 
pendent upon its feed for the Vita- 
mins A and D that are essential to 
prevent rickets, promote growth 
and build resistance to disease. 


Adding CLO-TRATE to the ration is the 
best way to insure ample amounts of 
these vitamins in a form that is ideal for 
poultry. For CLO-TRATE is made from 
a concentrate of high grade cod liver oil. 
In making this concentrate, the vitamin- 
bearing portion is retained. The bulk 
of the fatty parts are discarded. This 
means less fats to cause trouble, because 
concentrating reduces the bulk of oil 
chickens must eat to get the benefits of 


the vitamins. 
omy, too. 


It’s common-sense econ- 


Every step in the manufacture of CLO- 
TRATE is scientifically checked by bio- 
logical tests in our own laboratories. 
Furthermore, CLO-TRATE is guaranteed 
to be manufactured with the same con- 
centrate used in White’s Cod Liver Oil 
Concentrate Tablets, accepted by the 
American Medical Association. 


This winter, more than ever before, you 
will be called upon to supply the best 
and most economical feeds. You can do 
this by using CLO-TRATE. Begin mix- 
ing it in your feeds now. 


Write today for further information and 
quotations. 


HEALTH PRODUCTS CORPORATION 


Manufacturers of Pharmaceutical Specialties 


113 North 13th St., Newark, N. J. 


CONCENTRATED 


323 West Polk St., Chicago, IIl. 


Reg. U. S. Pat. Off. 


COD LIVER OIL 


| (Hard Wi 
ar inter 
| Of Weath ty 
Prediction Based Only on ol ea 
W eather Marks Hung Up = 
By HENRY BECKETT weather as in marriage and gambling ‘ 
speaking of the weather, not of of other kinds, cold winter is due. 
‘ money, you've had a mighty comfor- This summer is the first one in six- ae 
table yea? put get ready f07 2 nard | *7 years, the first since the Weather : 


King Midas Joins In 
Thanksgiving 


At this Thanksgiving Season 
KING MIDAS is very thankful 
for the many friendships it has 
formed, and is indeed grateful 
for the staunch loyalty of the 
large group of customers who 


have made KING MIDAS 
leadership possible. 


= 


MIDAS MILL 


MINNEAPOLIS, MINNESOTA 


THE GOLDEN TOUCH ™_ SI THE GOLDEN TOUCH 
SN 
4 
| 


